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INSURANCE WITH 
IMAGINATION 


For the executive staffs of established companies, Union Mutual now 
offers catastrophe or major medical expense benefits that will pay 
all medical bills above a predetermined amount up to $5,000. 

The same benefits are available to the executives’ immediate family. 
But most important are the added plus values you get with this 
Union Mutual Plan for example 


Union Mutual’s High Limit Medical Expense 


Plan contains no Coinsurance Feature. In other 
words, we pay all medical bills above the 
deductible amount up to $5,000... not just a 


portion of such bills. 
Benefits are paid whether or not the policyholder is 
hospitalized. 


There is no time limit on any one claim. The bills of one 
sickness or accident may run over an indefinite period 
of years. 


Also, deductible amounts may be selected ranging from 
$100 up to as high as $5,000. 


Today it’s the PLUS values that make the difference! 


UNION MUTUAL 


LIFE INSURANCE COMPANY +* Home Office 
Portland, Maine « Rolland E. Irish, President 
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“Bill's life started on a cattle ranch in Idaho. After 
high school, where he excelled in athletics and won 
all-state honors in basketball, he worked at a variety 
of jobs to put himself through Utah State University 
where he received his B.S. degree. In his senior year, 
Bill and | were married. Because of his triple threat 
performance on the football team that year, Bill 
received numerous offers to play pro football. How- 
ever, Uncle Sam had other plans! 


"Bill donned the Army garb, became a 2nd lieuten- 
ant, sailed for Europe and was wounded. After a 
year of rehabilitation work in England, Bill went to 
Fort Lewis, Washington where he became athletic 
officer in charge of a sports arena and events. 


"In 1946, when Bill was discharged, we went to 
Indiana where he instructed at Purdue University, 
coached their boxing team and officiated at sports 
events to earn his Masters Degree in Industrial Rec- 
reation and Education. In 1947 we moved to Fort 
Wayne to live and Bill became Athletic Director 
for Purdue University Center. 


"It was then that Hugh Jennings, General Agent 


MRS. BILL TWITCHELL 
FORT WAYNE, INDIANA 


Bill Twitchell joined forces with the Minnesota Mutual 
in August, 1950. In 1951, his first full year of business, 
Bill paid for $773,334 of business. He is a member of 
the Company's "M" Club for persistency having a 100 
renewal ratio. Bill attributes his success to the Organized 
Sales Plan with the amazing, revised Success-O-Graph*, 
used exclusively by many Minnesota Mutualites. 


for the Minnesota Mutual gave us the Success Bond 
Presentation. We were sold and we never forgot 
the impression it made on us. So, when Bill and | 
decided that his future was too limited, he turned 
to the insurance field and Minnesota Mutual. | had 
no fears whatsoever when Bill left his former pro- 
fession to become an insurance salesman because 
Bill had made good in his several previous jobs, but 
even | was amazed at the success he achieved with 
Minnesota Mutual. 


“Bill is a big, friendly Westerner with an inexhaus- 
tible supply of drive and enthusiasm and a desire to 
help his fellow man. This, combined with Minnesota 
Mutual's sales tools, form an unbeatable combina- 
tion. Now Bill is his own boss, he isn't confined to 
an office. He has the opportunity to meet and help 
people and still has time left over for recreation. 
Our two children, Terry and Gary, will never know 
the anxiety of an insecure existence now that Bill 
has boarded ‘The Minnesota Mutual Future Un- 
limited’." 











THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


ST. PAUL 1, MINNESOTA 





This letter, written by the wife of a 
Minnesota Mutual salesman, is published 
here as a deserved recognition of the 
enduring contribution she and her hus- 
band are making toward the continuing 


growth and progress of this Company. 
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Stricter Licensing 
No Cure-All, Says 
Governor Stevenson 


Policing Responsibility 
Devolves Largely Upon 
Insurance Associations 


Governor Adlai E. Stevenson of IIli- 
nois told those attending the 50th an- 
niversary celebration of Springfield Life 
Underwriters Assn. that his own pro- 
fession, the law, provides proof that you 
can’t eliminate unethical practices mere- 
ly by high standards for original ad- 
mission to a profession. He said that in 
Illinois there are stout education re- 
quirements for admission to the bar 
and each applicant must appear before 
a committee on character and fitness, 
but there are still found licensees who 
lower the prestige of the profession. He 
indicated that in the long run the best 
device for creating high standards in 
life insurance selling or any other 
business or profession is through the 
associations, local, state and national. 

The governor termed it impossible for 
highly idealistic statutory requirements 
to solve the licensing problem, especially 
without a substantial force of investi- 
gators and hearing officers to check up 
on complaints against violators. He 
stated that the Illinois insurance de- 
partment is active in eliminating vio- 
lators but has a very limited investiga- 
tion personnel. The department must 
depend heavily upon local insurance 
associations to take a firm stand in re- 
porting and helping to prove violation, 
he reported. 

Mr. Stevenson said that “Too often 
in connection with out state licensing 
functions we get plenty of complaints 
but practically no evidence. You can’t 
put a man out of business on the basis 
of anonymous charges or rumors sup- 
plied by people who decline to have 
their name used. Too often we are con- 
fronted in all the state’s investigative 
and inspectional activities by a multi- 
tude of rumors and a paucity of facts. 
Instead of help we get silence and, of 
course, bitter opposition to the increased 
costs of increased investigative and in- 
spectional staff.” 





A. & H. CAUTIONS 


The governor reported that the 
amount paid by Illinois residents for 
voluntary A. & H: insurance is now 
500% greater than it was 10 years ago. 
He indicated that the need and demand 
ior this type of protection is being met 
on a voluntary basis by private enter- 
prise and can continue to be so met if 
the public is not given cause for wide- 
spread dissatisfaction with what they 
are getting. Here again, he said that 
local associations of insurance men can 
be of tremendous value in emphasizing 
the need for long term policyholder 
satisfaction. 

Despite the fact that the Illinois in- 
surance department examines 20,000 dif- 
‘ferent policy forms every year, the in- 
diwidual buyers of the policy rely on 
.what the agent tells them and do not 
read the policy forms. If the agent is a 
door to door itinerant he is very likely 
to paint a glowing picture which will 
prove to be a mirage when it comes 
to collecting the claim. The best as- 





Steel Crisis Cuts 
Flow of Larger 
Group Applications 


The steel crisis has reduced to a 
trickle the flow of large group cases. 
Union leaders and employers want to 
see how the outcome of negotiations in 
the steel industry affect the wage pat- 
tern. Unions are marking time until they 
find out whether the steel settlement 
will put them in a position to demand 
oan increases rather than fringe bene- 

ts. 

Application forms have been printed 
by the wage stabilization board for use 
in applying for new or expanded pen- 
sion plans but nearly-all of the 12,000 
that were printed were used up by the 
WSB staff itself on cases already filed. 
However, the Life Insurance Assn. and 
American Life Convention got 500 and 
distributed them to member companies. 
Unlike the earlier pilot form that was 
reproduced and distributed by L.I.A. 
and A.L.C., these can be reproduced and 
used for filing, as the WSB has given 
permission for this. The earlier re- 
productions had the words “Not for 
Filing” overprinted across the face. 

A larger supply of the forms is ex- 
pected to be available by the end of 
the month. 

WSB has not given a ruling on how 
it will regard pension plans involving 
individual policies of the type giving 
$1,000 of life insurance for each $10 
of monthly retirement income, but the 
outlook is believed to be good in that 
the insurance feature will not cause such 
plans to require special review. 





Rule Home Beneficial Agents 
Appropriate Bargaining Unit 


WASHINGTON—National labor re- 
lations board has found that all indus- 
trial agents of Home Beneficial Life 
employed in Tennessee constitute an 
appropriate unit under the law. The 
board ordered an election to be held 
within 30 days among those agents to 
determine whether or not they desire 
to be represented in collective bar- 
gaining by insurance and allied work- 
ers organizing committee, CIO. 








untary private insurance is responsible 
agents who will never put the impor- 
tance of a sale before the importance 
of the truth, the governor reiterated. 

Mr. Stevenson opined that life agents 
organized in associations of the kind 
represented at Springfield represent the 
high point in the professional and ethi- 
cal development of the insurance selling 
business with emphasis on education, 
ethical standards and long term good 
reputation in the community. 

He said that Illinois collects $17 
million a year in taxes from insurance 
sources aside from the taxes paid by 
many of the companies to the local 
communities. All but $1 million of the 
annual collection goes for support of 
the general state services and provides 
one of the major sources of state gen- 
eral revenue exceeded only by the sales 
tax, the liquor and cigarette tax, and the 
public utility tax. He indicated that life 


‘companies alone will pay approximately 


$10 million in premium taxes to the 
state of Illinois this year. He concluded 
by saying that as the state government 
depends to a large measure on the in- 
surance business to sustain it, it is the 
purpose of his administration and the 
insurance department to give the people 
the right change. “And that seems to 
be a rather novel and appealing idea 


ih 


in the state government of IlIlinois!”, 


surance of public satisfaction with vol- he concluded. 


Tax Legislation 
in Congress Still 
Very Much in Doubt 


WASHINGTON — The question as 

to whether there will be any legislation 
at this session of Congress to extend, 
temporarily or permanently, the provi- 
sion of the 1951 revenue act setting up 
a new formula for taxing life companies 
is still very much in doubt. 
_ Different groups from the staff of the 
joint committee on internal revenue 
legislation have been working on the 
problem, together with Treasury De- 
partment experts and specialists, in ac- 
cordance with instructions from the 
House ways and means committee dur- 
ing consideration of the 1951 act. How- 
ever, neither of these groups has been 
asked for a report and there is no in- 
dication that the ways and means com- 
mittee is in any hurry to tackle the 
problem. 

While there has been a belief that 
Congress must act at this session in 
order to prevent automatic return to 
the 1942 revenue act formula for tax- 
ing life companies, some say the matter 
could be allowed to wait until the 83rd 
Congress assembles next January. But 
that would allow less than 2%4 months 
within which to introduce, consider and 
complete enactment of legislation 
amending the life company tax formula 
before the March 15 deadline for filing 
corporation and income tax returns. 

Much depends, of course,on the date 
chosen for adjournment of Congress. 
If it does not adjourn before the na- 
tional political conventions, it will cer- 
tainly recess for a time. It might then 
sit again until the political campaign 
gets hot next fall. If it is not finished 
with legislation at that time, it could 
come back after the election for a spe- 
cial session to wind up matters before 
a new Congress and administration take 
over in January. 


Files Suit to Test Legality 
of Missouri Double Tax 


Missouri Insurance Company has filed 
suit in circuit court at Jefferson City, 
Mo., to test the state’s right to collect 
taxes on insurance premiums. The suit 
was filed to stop the collector of rev- 
enue and the superintendent from mak- 
ing the company suspend operations in 
Missouri because of its refusal to pay 
the premium tax. The company’s conten- 
tion is that the taxing method is uncon- 
stitutional based on a constitutional pro- 
vision prohibiting exemption from taxes 
except for certain named charities and 
non-profit institutions. The 2% premium 
tax on domestic companies is “in lieu of” 
taxes on intangible property owned by 
the company which claims no tax exemp- 
tion under the constitution. 

This suit was filed because a case is 
pending before the Missouri supreme 
court to test the constitutionality of the 
“in lieu of” taxes on intangibles. The 
company’s contention is that it is per- 
fectly willing to pay whichever tax is de- 
termined to be the legal tax, but in no 
event should it be liable for both a 
premium tax and an intangible tax. 


High Court Declines to Act 


WASHINGTON — The U. S. Su- 
preme Court denied certiorati writs in 
No. 603, MacFarland vs. Pacific Mu- 
tual Life, and 608, Burks vs. Colonial 
Life & Accident. 


Julian D. Walter, Northwestern Mu- 
tual Life, discussed the importance of 
corporate life insurance in estate plan- 
ning at a meeting of the Chattanooga 
Estate Planning Council. 


L.1LA.M.A. Accident 
Meeting Draws Top 
Attendance of 150 


No Secrets at Informal 
Sessions of Premier 
A. & H. Symposium 


Attendance, in the neighborhood of 
150, a new high, marked the spring 
meeting of the A. & H. committee of 
L.I.A.M.A. at Chicago. ‘Fhis is, for the 
life companies, the premier meeting on 
accident and health insurance. It‘is fea- 
tured by a wholesome exchange of in- 
formation covering nearly all manage- 
ment problems in the A. & H. field. 

Companies freely display their sales 
aids on tables in the meeting hall, and 
the entire atmosphere is one of cor- 
diality in which the company people do 
not hesitate to ask their competitors 
how they might go about solving some 
of their problems. 

The A. & H. meeting is no exception 
to the informality that prevails at 
L.I.A.M.A. sessions, and this includes 
the system of assessing 25 cents those 
who are late for meetings or whose 
platform appearance in one way or an- 
other deserves a_fine. 

Frank Vesser, General American Life, 
presided at the opening session as chair- 
man of the A. & H. committee. 

Charles G. Ashbrook, executive vice- 
president and director of agencies of 
North American Life, was elected chair- 
man of the A. & H. committee for 1952- 
53 at the final session. 

Newly elected members of the A. & 
H. committee are: Ralph Lounsbury, 
Bankers National Life; W. Rankin 
Furey, Berkshire Life; Harry J. Shaffer, 
Lincoln National Life, and Frank L. 
Barnes, Ohio State Life. 


N. Y. Life A. & H. Experience 


The experiences of New York Life 
since entering the A. & H. field a year 
ago were outlined in the opening ses- 
sion by James D. Dunning, assistant 
vice-president. With some feigned em- 
barrassment, Mr. Dunning pointed out 
that although his company set an Octo- 
ber, 1950, date for entering the field, 
it wasn’t until the following June that 
the first policy was written. Following 
some good-natured applause, he advised 
other companies to “sneak up” on 
A. & H. with no fanfare or notoriety 
surrounding a proposed starting date. 

He told of the difficulties in per- 
suading an entire field force, headed 
in one direction with emphasis on life 
insurance sales, to stop, turn about, and 
head in an almost opposite direction 
toward A. & H. selling. Yet, Mr. Dun- 
ning seemed pleased to report that. 
with only a year of A. & H. experience, 
22% of company agents produced the 
business last January, while the ratio 
reached 29% through last month. He 
hoped that the gradual monthly in- 
crease would read 33% by the end of 
this year. 

Figures for the first six months for 
A. & H. production were set at $400,- 
000 in paid premiums with an average 
of about $85 per case. Men bought 
72% of the business, women 28%. A 
single A. & policy was sold for 
each 10 life policies. The average ben- 
efit, according to Mr. Dunning, was 
$50 per week for the men, $28 per week 

(CONTINUED ON PAGE 7) 
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Use of the Agency Bulletin as the 
Cohesive Morale Force Is Increasing 


If you are a general agent or man- 
ager and your agency is not publishing 
some sort of a house organ for its own 
personnel you are considerably in the 
minority. An informal survey by THE 
NATIONAL UNDERWRITER disclosed very 
few agencies which do not issue some 
sort of a periodic printed bulletin. The 
majority of these bulletins are published 
monthly, but some agencies produce 
bulletins weekly and a few fortnightly. 
The great majority of these agency 
organs are mimeographed and minimal 
in format. Some agencies have more 
than one bulletin—one which contains 
agency standings and one which con- 
tains news and sales ideas. 

The general practice of totting up 
standings monthly lends itself to pub- 
lication in monthly bulletins. Most bul- 
letins stress agent standings and often 
honor editorially the agent of the month 
from the point of view of volume and 
other considerations. Many of the bul- 
letins carry personal items about sales- 
men and members of the agency staff. 
Births and deaths and outside activities 
of agency members are covered. The 
bulletins are used generally to introduce 
new personnel to the agency. More can 
be said about the past history of a new- 
comer in printed form than the agency 
head can say in introducing him at an 


agency meeting. These bulletins be- 
come the most important media for 
recognition and hence morale in an 
office. 


Often Contain Selling Hints 


Another important function of many 
agency bulletins is to discuss new pol- 
icies, rates and terms offered by the 
company. Frequently they contain sell- 
ing hints or actual sales articles by 
members of the agency or articles 
“lifted” from trade journals or company 
magazines. Frequently the agency head 
has his own column in which he delivers 
monthly comment and pep talk, Ex- 
planations of contest and quota systems 
are grist for the bulletin. 

These bulletins are usually put 
together by the agency head or his 
second man. Often the manager’s sec- 
retary handles the routine editorial 
details. Some agencies distribute these 
bulletins to the homes and wives of 
the agents to familiarize them with 
hubby’s breadwinning and to provide in- 
centive for the agent to win honors. 
Some agencies send out these bulletins, 
or at least special numbers of them, to 
policyholders and friends of the agency 
or to the clients and prospects of a man 
who is signally honored. Prospective 
agents are always interested in the bul- 
letins. 

The agency bulletins vary in size, 
but customarily are four page sheets. 
The mimeograph process is the cheap- 
est, the most simple and hence the most 
popular. Some agencies print more 
elaborate bulletins, usually on a monthly 
basis, by an offset printing process and 
a few use letter press, the process by 
which most books and magazines are 
printed, Frequently mimeographed 
sheets have mast heads or signatures 
pre-printed by letter press. The letter 
press process is prohibitively costly for 
most agencies, especially in view of the 
relatively small number of agency bul- 
letins that are to be printed each month. 
A number of these bulletins contain 
pictures. Frequently these are small 
photographic prints pasted in in- 
dividually. 

Judging from the admittedly slim 
sampling taken by THE NATIONAL 
UNDERWRITER, a number of agency heads 
who weren’t convinced of the efficacy 
of periodic printed bulletins for their 
staffs 10 years ago have changed their 
minds and are printing such bulletins 
today. They have come to realize that 
these sheets are important media for 
transmitting their ideas to their agents 
and for injecting the old pepper into 


the agency team. The value of these 
bulletins has been recognized by some 
of the companies which have their 
agency departments or advertising and 
public relations departments offering 
direct help to agency heads in editing 
and producing them. Several of the 
companies encourage good publications 
by offering yearly prizes to those agen- 
cies with the best. Other companies will 
offer help to any general agent who re- 
quests the kind of expert help that some 
of the home office printing and publica- 
tion people can offer. 

All in all, the agency bulletin has 
developed into a house organ of recog- 
nized value and it is becoming more ob- 
vious to agency heads and company 
people every day that making as pro- 
fessional a project out of it as pos- 
sible with as little expenditure of time 
and money as possible is a very neces- 
sary activity. 

This is a field where elaborateness 
of product is costly and unnecessary, 
but newsiness should be sought. The 
agency head should have an editorial 
plan, know what he wants the bulletin 
to accomplish, and set aside definite 
amounts of time each month for work 
on his product. He will be judged partly 
by what he publishes. 





Licensing Problems Slated 
for Zone 4 Consideration 


Principal item on the agenda for the 
zone 4 meeting of N.A.I.C. at Detroit 
on April 28-29 as far as the life insur- 
ance people are concerned is an open 
forum on the afternoon of the second 


day concerning agent and broker licens- 
ing problems. Nelson of Minnesota 
and W. O. Hildebrand, secretary-man- 
ager of Michigan Assn. of Insurance 
Agents, will be the discussion leaders. 
The feasibility of permanent licensing, 
proposals for improving level of the 
qualification of licensees, enforcement 
problems, and suggestions for improv- 
ing routines of license issuance will be 
talked about. 

Later that afternoon there will be 
presentation and discussion of report of 
the zone 4 A. & H. supervisors, includ- 
ing consideration of whether terminal 
maternity benefits should be referred to 
an appropriate N.A.I.C. committee. 





Larger Companies’ 
Loan Commitments 
Decline During February 


Forty-five companies whose com- 
bined assets total 85% of all life com- 
pany assets, made commitments to 
acquire loans and investments _ total- 
ing $622,000,000 during February, ac- 
cording to the national voluntary credit 
restraint committee. This amount was 
about $10 million less than the January 
figure. 

At the end of February, outstanding 
commitments of these same companies 
to make loans or investments totaled 
$4.1 billion, a decrease of $42 million 
from January. 


Farm Bureau Ups Willis 


James R. Willis has been appointed 
assistant to the director of policyhold- 
er relations for the Ohio Farm Bureau 
companies. 

Mr. Willis has been with the com- 
pany for 21 years, working as an agent, 
claims adjuster, area underwriting 
supervisor for central Ohio, and as a 
field coordinator at Syracuse, N. Y. 


<The 
COMMONWEALTH 


Commentary 


: Widening 


The Gap 


Commonwealth has consistently led all other com- 
panies operating in Kentucky in the sale of new 


life insurance. 


In 1950 Commonwealth’s margin over the com- 
bined total of the next two leading companies was 
a million dollars of business. 


Last year this margin took a tremendous leap. In 
1951 Commonwealth had ten million dollars more 
paid business than the second and third leading 


companies combined. 


This record is the work of a company secure in its 
home-state leadership and moving forwe d with 
confidence to ever greater accomplishments. 


INSURANCE IN FORCE, March 1, 1952 — $547,131,092 


COMMONWEALTH 
Life Insurance Company 


HOME OFFICE ¢ COUISVILLE, KY. 


The Doorway to Security 
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West ial South 
Show Largest 
Investment Gains 


Greatest investment gains, according 
to the Institute of Life Insurance, on, 
proportionate basis have been in the 
south and west in recent years. This jp. 
vestment by life companies has followed 
the trends of economic growth in both 
regions which have had an economic 
development far outstripping the rest oj 
the country. However, the largest jp. 
crease in dollar investment over the 
last twenty years was in the middle At. 
lantic states, where there is still the 
heaviest concentration of population 
and capital requirements. 

Figures representing nine out of ten 
life companies point out that total jp. 
vestment has doubled in the last ten 
years and is now more than three times 
what it was 20 years ago. Geographically 
this growth of insurance investments 
has varied widely. The largest rate oj 
gain has been in the west south central 
states, which have shown the greatest 
pace of economic development in any 
part of the country in the past twenty 
years. ; 

Aggregate income payments to in- 
dividuals, which to some extent reflect 
economic development, show a nation 
wide increase of 186% in the past ten 
years and 196% in twenty years. In the 
west south central states the income 
rise has been 245% for ten years, 296% 
for twenty years. In similar patterns, life 
company investments in the same area 
have shown material above average 
gains. 210% was reported in ten years 
and 440% in twenty years. 

Investments in the Pacific states are 
up 190% in ten years and 380% in 20 
years; personal income in that region 
is up 237% in ten years, 288% in 
twenty. Less new development has been 
reflected in the middle Atlantic and 
north central states, both of which have 
lost some industry to other areas. 





Equitable, McCarthy 
Make Daily Newspapers 


A story in the Houston Press states 
that Equitable Society is taking steps to 
foreclose on Glenn McCarthy for mort- 
gages given in return for the company’s 
$34 million loan. It was reported that 
Mr. McCarthy has been asked by the 
msurance company to hand over all 
ownership and control of the Shamrock 
hotel, the McCarthy Oil & Gas Co., and 
other properties which were mortgaged. 
The story said that Mr. McCarthy had 
told Equitable that instead of giving in 
he may start a court fight against the 
company. The same account says the 
company has offered Mr. McCarthy the 
privilege of repurchasing, his properties 
and remaining head of the Shamrock 
hotel and that an Equitable ultimatum 
for McCarthy to sign over his proper- 
ties or face foreclosure was delivered 
several days ago by Warner Mendel, 
vice-president of the company, who has 
been overseeing the McCarthy enter- 
prises . 

Other daily newspaper stories have it 
that Equitable has told Glenn Mc- 
Carthy that he must devote his full 
time to the oil and hotel properties of 
step out of active management of these 
holdings. Equitable is presently man- 
aging the gas company and the hotel 
and this latest warning reportedly came 
after McCarthy sought to form a new 
company in Texas. Equitable is said 
to be concerned lest the new enterprise 
interfere with his continued collabora- 
tion and performance of his obligations 
in connection with the oil company and 
the hotel. Mr. Mendel is quoted as say- 
ing that Mr. McCarthy was given an 
opportunity to reach a decision as to 
which enterprise he wished to be con- 
nected with and that there was no time 
limit and no ultimatum. So far, Mr. 
McCarthy has not indicated his final 
decision. 
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Company Men Debate Role of Manager, 
Home Office in A. & H. Training 


Division of company opinion into 
those who feel that A. & H. training 
is a job for the agency manager and 
those who feel training is mainly a 
home office function was evidenced at a 
panel discussion on agent training dur- 
ing the A. & H. meeting of L.I.A.M.A. 
at Chicago. 

There was much interest in the chief 
proponent of managerial training re- 
sponsibility, Wesley J, A. Jones, because 
he is director of accident and sickness 
sales of Mutual Life, which has only 
been in the A. H. business since 
April 1, and is the latest of the life 
insurance giants to enter the field. Mr. 
Jones said that one of the prime consid- 
erations of their approach to A. & H. 
training was the fact that each Mutual 
Life manager is responsible in his own 
agency for the training plan of that 
agency based upon principles and 
guides laid out for him by the home of- 
fice agency department. Mutual Life, 
faced with a huge task decided in the 
interest of time to concentrate pre- 
entry training on a managerial level. 
Mutual Life held four regional meetings 
of three days duration for managers and 
cashiers about three weeks prior to the 
company’s entrance into the business. 
These were conducted by home office 
A. & H. experts. 


Kick-off Meeting in Each Agency 


Mutual Life then depended on each 
manager to conduct a one-day kick-off 
meeting in his agency just before the 
company opened up its A. & H. sales 
drive on April 1. The sales kit con- 
taining all necessary aids, specimen _pol- 
icies, rates and occupational classifica- 
tions, prospect material and sales talks 
was provided to the managers at the 
regional meetings and to the agents at 
agency kick-off meetings. 

Mr. Jones said that further training 
plans include follow-up visits to each 
agency by the home office staff and the 
inclusion of A. & H. training in the 
curriculum of future agent training 
schools. 

Mutual Life is aiming to integrate 
life sales with A. & H. sales, with no 
separate A. & H. department. Though 
he said there is some danger that a man 
will go hog-wild in A. & H. sales, hav- 
ing once tasted blood, Mutual Life is 
not worried and expects that some 
A. & H. specialists will develop. He 
said that applications have poured in at 
a great rate in the first few days of the 
Mutual Life campaign and from the ad- 
vertising in national magazines alone 
some 15,000 direct leads have been gar- 
nered. 

_On the other hand, Roswell C. Laub, 
vice-president and director of agencies 
of Monarch Life, said that his company 
finds that general agents are often not 
good teachers. They are production 
men without the necessary teaching 
temperament and the job of instructing 
agents in A. & H. or any other tech- 
nique rests with the home office schools, 
Relieving its general agents of much of 
the work of agent training, Monarch 
Life in its home office schools offers 
courses in sales fundamentals, leaving 
up to the general agent only the job of 
coordinating the academic training with 
on-the-job field training. Monarch Life 
has especially designed “college” build- 
ing in Springfield used exclusively 
for this home office training. 

_Mr. Laub reported that his company 
gives four home office courses. The new 
man school is primarily A. & H. train- 
ing. After the agent has finished one 
year in the field he takes his first life 
course. Two other courses are a busi- 
Ness life insurance course and a man- 
agement course. 

J. E. Rawles, assistant superintendent 
of agencies and director of training of 
Reliance Life, reechoed Mr. Jones’ com- 
ment that the A. & H. and the life oper- 
ation cannot be separate and the train- 
ing for both operations must be 
Integrated. He reported that his com- 


training and supervision for A. & H. 
separate from life is a mistake. They 
got some new men who would concen- 
trate on the A. & H. coverages, particu- 
larly on hospitalization. It was quickly 
discovered that two hospital sales a 
week couldn’t qualify a man for the 
company financing program, whereas 
two life sales a week could. The com- 
pany then decided to integrate life and 
A H. courses in their regular home 


pany learned the hard way that sar 


office schools and _ correspondence 
courses and have rewritten all their ma- 
terial. 

Mr. Rawles stressed strongly that 


agents must be taught to sell protection 
and not benefits, particularly in the case 
of A. & H. Very few policyholders are 
going to get out of A. & H. insurance 
as much as they have put in it in pre- 
miums, but they must realize that they 
are paying their premiums primarily for 
protection. 





SS Division Recommends 
Coverage for Armed Forces 


WASHINGTON — The annual re- 
port of the social security administra- 
tion recommends social security cover- 
age for members of the armed forces 
with wage credits of $160 per month 
for active military service between the 
close of the second world war and the 
present. The report also recommends 
legislation to authorize hospitalization 
for all persons over 65 and widows and 
orphans entitled to benefits under the 
present program. The proposal would 
cover hospital costs up to 60 days per 
year, except in mental institutions and 
tuberculosis hospitals. . 

According to the department, this 
project “would involve no additional 
payments and no new taxes.” 


A.L.C. Regional at 


Little Rock Draws 


130 Top Officers 


There were more than 130 top officers 
of 60 member companies domiciled in 
23 states attending the regional meeting 
of American Life Convention at Little 
Rock. Host companies were Union 
Life, National Old Line Life and Na- 
tional Equity Life. Frazar B. Wilde, 
president of Connecticut General and 
president of A.L.C., presided. He 
termed the company stand on the re- 
striction of credit as the true check of 
inflation rather than direct controls an 
example of how the life companies are 
not hesitant to take issue with any plan 
or program offered by any group or in- 
dividual if it threatens the economic sta- 
bility of the country. 

Insurance Commissioner Graves of 
Arkansas was present along with three 
of his deputies, Whit Morgan, Ken 
Harrison and Eldon Bowles. 

Among the subjects discussed were 
federal taxation of life companies, prob- 
lems of inflation control, social security, 
investments, wage stabilization, current 
activities in investment study and re- 
search on agents and agency matters. 

The three member host companies 
furnished a reception and dinner to- 
gether with the two other Little Rock 
companies, Pyramid Life and Southern 
National. 


Massachusetts Mutual Aces 


Leading producers for Massachusetts 
Mutual Life for 1951 are Daniel Aus- 
lander, New York City, $2,490,540; 
Meyer L. Balser, Atlanta, $2,003,184; 
Ralph E. Lowenberg, New York City, 
$1,871,882; E. Leigh Jones, Detroit, 
$1,606,308, and Albert M. Palmer, Mi- 
ami, $1,585,174. Cornelius Ross, New 
York City, led in group production with 
$9,091,849. 








underwriters it is a time 





Anticipation 


At the time a man pays his first premium for Retire- 
ment Income insurance he is keyed up with satisfaction 
at having made a definite start on a definite plan. When 
the long-awaited time comes that the company starts 
paying off there is a moment of natural rejoicing. 


In between the first premium payment and the claim 
payment of the policy there is what cartographers call 
terra incognita, unexplored territory. Although to some 


whether the insurance should be increased, to most of us 
in the life insurance business that period of anticipation 
is one to which we have given little study. 


Perhaps there should be some pioneering in this 
largely unexplored territory, the period of anticipation. 
Should the policyowner have it strongly called to his 
attention at the end of 5 years, 10 years, 15, that his 
plan is working out according to schedule? Should he 
have more than passive satisfaction with the good thing 
that life insurance has made possible? It could be help- 
ful in the motivation of others if he were induced to tell 
of his thoughts during the period of anticipation. 


THE PENN MUTUAL LIFE INSURANCE CO. 


of several decisions as to 

















BEFORE 400 LEADERS 


Fraser Discusses 
Advantage of Easing 
Underwriting Screws 


In a lively address that covered the 
whole range of concerns of a life insur- 
ance company, Peter M. Fraser, presi- 
dent, told more than 400 Connecticut 





Mutual leaders at Hollywood, Fila., 
that the increasing liberality of his 
company on an_ underwriting basis 


has resulted in great success in the bro- 
kerage field for many general agencies. 
The declined percentage is currently 
only about 2%, Mr. Fraser declared, 
meaning that the company is making an 
offer on some basis in about 98% of the 
cases submitted. The increasing liber- 
ality has meant that Connecticut Mu- 
tual agents do not have to broker nearly 
so many of their larger cases with 
other companies, affording them larger 
volume in ‘Connecticut Mutual. All 
this means increased commissions and 
retirement benefits, he said. Those 
attending the ‘educational conference 
heard that the lay underwriters of the 
company today pass on about 75% of 
the cases without having to refer them 
to physicians. The president told them 
that since 1948, more than 50 liberaliza- 
tions have been made in the company’s 
medical underwriting. 


Rise in Interest Rates 


_ Mr. Fraser said that the present rise 
in interest rates has given him added 
confidence that the company did the 
right thing in going to 214% instead of 
to 2%. Turning to investments, he de- 
clared that he feels there is no safer 
investment than the well-secured mort- 
gage loan and he disagrees with those 
who feel that prime bonds are better 
security. He commented that if an- 
other depression comes the mortgage 
portfolio of the various companies will 
be hit quite hard. Among other rea- 
sons for this is that practically all loans 
teday are on an amortized basis, which 
was not the case in the early 36s. 


Fink Again Led Company 


‘The educational meeting was opened 
with presentation of awards to company 
leaders. The top award went to Louis 
J. Fink, New York, as volume leader, 
the eighth year he has attained the dis- 
tinction. Robert U. Redpath, Jr., New 
York City, received the reward as com- 
pany leader in cases. Other winners 
were: Winfred R. Childs, Dallas, first- 
year volume; George R. Wright, 
Omaha, first-year cases; Robert H. 
Goldsmith, Los Angeles, second-year 
volume; Joseph D. King, Fort Worth, 
second-year cases, 

Leading supervisor awards went to 
Paul A. Hummel, Los Angeles, and 
Wallace C. Brunner, Pittsburgh. C. F. 
Klefeker, Rochester, was presented the 
award as company conservation leader. 
Plaques were given out to those having 
four or more cases a month for 60 
months. 

Raymond W. Simpkin, agency vice- 
president, commented that of 25 com- 
panies having $1 billion or more in 
force, Connecticut Mutual has the third 
largest increase in insurance in force for 
1951. He said the gain was 50% better 
than the average of 25 companies and 
that business for January and Feb- 
ruary was 11% ahead of the same period 
last year, with January the fourth larg- 
est month in company history. He 
indicated that March submitted business 
showed a healthy gain. 





K. C. Life Bowlers Top B. M. A. 


Business Men’s Assurance lost its 
bowling trophy, “The Boss’s Shirt,” in 
a recent series with its rival, Kansas 
‘City Life. This was the second year 
that 10 Kansas City Life teams of five 
players each squared off against a simi- 
lar number of players from Business 
Men’s Assurance. The score was 21,353 
points for Kansas ‘City Life to 21,017. 





4 
BERMUDA JUNKET . 
Postal Now Writes 
Group Life; Cut 
Term Premiums 


business with pleasure was 
certainly the theme of tlre week-long 
educational trip to Bermuda held by 
Postal Life of New York for its quali- 
fiers during which the big news was the 
announcement that the company is now 
writing group life, that term to 65 
premiums will be cut more than 7% 
with coverage extended to age 70 and 
that mortgage riders will be broadened. 
The details of the new policies are 
given in the “policies” column of this 
issue of THe NATIONAL UNDERWRITER. 
There was new promotional material 
introduced also. 

in telling of the liberalization of term 
plans, Roy A. Foan, vice-president and 
director of agencies and chairman of the 
convention, warned that term plans 
are of a temporary nature and should 
be converted as soon as possible to more 
permanent forms of life insurance. He 
said that these term plans are, however, 
in keeping with the present trend 
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toward using term to meet many estate 
and business insurance needs. 

Among a wide variety of new promo- 
tional material introduced at the busi- 
ness meeting aboard ship were 18 rede- 
signed proposal forms. The delegates 
sailed on the Queen of Bermuda and 
stayed at Belmont Manor while in Ber- 
muda. 

Also coming in for considerable dis- 
cussion was Postal Life’s test advertis- 


ing campaign in Stamford, Conn. The 
campaign in the daily newspapers is 
built around large human- interest pic- 
tures of Postal policyowners in their 


homes or in business and a large picture 
of the general agent or one of his 
associates. Returns on the advertise- 
ments, which are being run in a series 
of 13, have been excellent and many of 
the other delegates at the convention 
were anxious to start similar localized, 
personalized ads. 

Mr. Foan reiterated that the year 
was the best in the 47-year history of 
the company with a gain of 639% over 
the previous year. He stressed that the 
average size policy was $7,591. 

Talks of six leading field men were fea- 
tured. They included A. M. Civin, gen- 
eral agent Buffalo; George Greenberg, 
general agent New Haven; Edwin J. 
Fey, general agent Syracuse; Milton 
Altshul, general agent New York; Cur- 








American United published a little booklet on the 

occasion of its 75th birthday. We’re sort of proud of it, 

because it is not so much an annual report as it is a 

summary of what the life insurance business actually is. 
It is called: “75 Years of Guarding the Most 


Important Dollars in Your Life” 


. and quite 


possibly it may give you an idea or two to use as you 
go about selling people important dollars. There are 


the life insurance 


business is a friendly business and, if we can help 
you sell more life insurance, all of us will benefit 


indirectly. 


True, the booklet also tells American United’s 
story, but we have a hunch you'll not mind that too 
much. Just drop a post card to “Advertising Manager,” 
ask for the “Important Dollars” booklet, and it will 
be mailed to you promptly. 
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AMERICAN UNITED LIFE INSURANCE COMPANY 


HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST, 


INDIANAPOLIS, INDIANA 





tis G. Baker, assistant general agent 
Rochester, and Charles Seibel, associate 
general agent New York. 

The conference was summarized by 
Arthur Milton, general agent in New 
York. He praised the work of Mr. Foan 
and President George Kolodny, as well 
as the work of Paul Duling, director of 
advertising, and Emil E. Kaselitz, 
agency assistant. 

There were dances, 
tions, sight-seeing tours 


State Mutual's 
Annual Conference 
Attended by 350 


WHITE SULPHUR SPRINGS — 
There were 350 gathered for the annual 
conference of State Mutual Life at the 
Greenbrier. This was a three-day meet- 
ing with one day extra for qualifiers in 
the “George Avery White bowling tour- 
nament.” 

It was announced that next year 
there will be a western education con- 
ference on April 22-24 at the Edge- 
water Beach ‘hotel, Chicago, Simi- 
larly an eastern conference in 1953 will 
be held on May 13-15 at the Skytop 
Club, Skytop, Pa. 

The conference at White Sulphur fol- 
lowed a three-day meeting of general 
agents at Roanoke. There was plenty of 
time for recreation at the meeting be- 
tween two business sessions and a sales 
seminar. 

C. Harry Emanuelson, assistant su- 
perintendent of agencies, presided over 
the opening general session. Welcome 
and greetings were delivered by Riobert 
H. Denny, vice-president and superin- 
tendent of agencies, and H. Ladd Plum- 
ley, president. Presentation of produc- 
tion awards was made by Mr. Denny. 
There was a model presentation of the 
Monday morning meeting of the Noth- 
helfer & Leck agency of. Chicago. 

The sales seminars on the second day 


banquets, recep- 
and sports. 





featured a direct mail panel led by Eq. 
ward F. Haldeman, Pittsburgh, and an 
advanced underwriting panel led by ¢ 
Robert Schar, Pittsburgh. A prospect. 
ing methods panel was headed by Wij. 
liam J. Killea, New York City, and a 
business insurance panel by F. F. Staj. 
ford, New York City. Kenneth L, 
Means, Chicago, was discussion leader 
for a programming techniques panel and 
Sanford R. Jordan, Greensboro, was 
leader for the group panel. 

The final general session was pre. 
sided over by George P. Smith, agency 
secretary. Speakers were Oscar Hurt, 
JE: Memphis; John P. Sedgwick, finan. 
cial vice-president; Edward C. Keating, 
Jr., Bradford; William B. Lever, Port. 
land, Me.; Donald E. Hannahs, Baltj- 
more, and John M. Hammer, general 
agent at Tampa. 

J. B. Nothhelfer of Chicago was elect- 
ed president of State Mutual’s general 
agents’ association, succeeding G. Har- 
old Moore of Pittsburgh. L. A. Cerf, 
Jr., of New York is vice-president; Harry 
Altick of Detroit is secretary. The exec- 
utive committee comprises Charles Hen- 
son of Texas; Orin McGee of Toledo 
and Harry Warren of Baltimore. 





Arrange to Fete Zone 4 
Men at Detroit Rally 


At the N.A.I-C. zone 4 meeting at the 
Sheraton-Cadillac Hotel, Detroit, April 
28-29, there will be a reception and din- 
ner sponsored by Detroit Affiliated In- 
surance Interests. Dr. Alfred P. Haake, 
economist and lecturer, and consultant 
to General Motors, will give the ad- 
dress. 

E. A. Warnica of Standard Accident 
is permanent general chairman of the 

A. White, Standard Acci- 
dent, is vice- -chairman; Ward J. Hart- 
well, actuary of the Maccabees, is secre- 
tary. 


W. J. Schilling, former manager there 
has become 


of Western & Southern Life, 
a partner with Mrs. Zada Tinker in the 
Dick Tinker agency at Lima, O. 





address me personally. 





| WOULD YOU BE INTRIGUED 
_ BY AN AGENCY EXECUTIVE OPPORTUNITY? 


Our Home Office Executive agency staff (which | 
has expanded annual sales from $17 Millions to 
$293 Millions in past few years) needs to be sup- 
plemented by addition of able and enthusiastic | 
organizer, capable of contracting General Agents | 
and Managers for top level positions in important | 
cities where we are not yet established. Organiza- | 
tion experience not essential but desirable. You 
should enjoy traveling, since for the first two years 
considerable travel from coast to coast will be 
required. Work will consist primarily of selection 

and organization of new agency units and regional 

offices. We are thinking in terms of a five figure 

salary to start. Future advancement to higher 
| executive post assured to qualifying candidate. A 
| magnificent opportunity for a really enthusiastic 
| individual between the ages of 33-42. Please | 


| Chas. E. Becker, President 


FRANKLIN LIFE INSURANCE COMPANY 
Springfield, 


Distinguished Service since 1884 





Illinois 
$1,180,000,000 in force | 
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up to that time. In 1907, another pros- 


pe . Pros actin € , eee | iower perous period, it was 6.7 %. The record 
by C. 5 low, on the institute’s basis of figuring, 
Prospect- was 2.2% in 1945. 
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1951 results in some distortion for com- 
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Oro, was mee . : people are hanging on to their insur- amounts. The figure for 1951 is not yet tively more rapidly than others in the 
' ALBAN Y—The ratio of lapses_and ance with a tenacity they never ex- available but for 1950 it was 3.3% of the last few years. Thus a new company 
was pre. surrenders to total insurance in force hibited in other lush periods. insurance in force. During the previous or one that has suddenly increased its 
h, agency showed an improvement last year over This is shown by the Institute of peak of prosperity, 1929, it was 7.7%, sales volume has a large proportion of 
car Hurt 1950, according to the annual state- Life Insurance figures, These are com- or more than double the 1950 rate. In its business in the category that is more 
ick, finan. ments of companies doing business in puted on the basis of numbers of pol- the 1919 boom it was 4.8%, the lowest subject to lapse and surrender than a 


. Keating New York state. 

ver, Port. The ratio of lapses plus surrenders 
hs, Balt. | t@ imsurance in force at the beginning 
r, general | o! a was 2.81%, For 1950 it was 
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5 penera exclusive of group. Earlier figures were 

. Har. | 2.15% in 1946, 2.59% in 1947, and 2.94% 
va Cerf in 1948. : 

nt: Harry The improvement in the lapse-sur- 

The exec: render ratio seems to reflect the high 

arles Hen- level of prosperity and employment that 


of Toledo prevailed all through 1951. Lapses and 
surrenders tend to vary in proportion 
to the number of emergency situations. 
4 In spite of the inflation pinch that most 
people felt, it apparently was not bad 
enough or widespread enough to cause 
them to give up their life insurance in 
ing at the very much _ greater aggregate amounts 
‘oit, April | than they did in 1950. 
| and din- | yore Business Subject to Lapse 


liated In- : 
P. Haake, The steady upward trend in the sale 


consultant of ordinary that has prevailed for some 
» the ad- time means a greater proportion of the 
companies’ business is in the unseasoned 
Accident | category and more_ vulnerable’ to 
in of the | voluntary termination. Added to this is 
ard Acci- the fact that more and more term insur- 


j. Hart- | ance has been sold in proportion to per- § “INDEPENDENCE > 
, is secre- manent forms, and term is more sub- 
ject to lapse than permanent insurance : GUARANTOR” 
because it can usually be dropped with- 3 
ger there [| out loss and because it is constantly 
ee feos’ to replacement by permanent Es : a. 
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values in their ordinary life policies for = 3 = : 2 ' ° eS ; 4 
annuity income. 3 3 = z : at See"? DISABILITY ON 
Whatever the cause, the bulk of the RS 3 " # oe is _ ALL POLICIES 
1951 increase in the lapse surrender : : (except term) 
Y? total was due to the rise in surrenders. 
| These were $1,525,163,413 in 1951 as 
against $1,465,580,665 in 1950. Lapses in 
1951 were $1,765,159,218 as against $1,- 
735,441,269 the previous year. Z 5 
Good Work by Field Force fee 5 < : 
ane y on ‘er ratio Se Z 8 : to the opportunity it offers to 
le fact that the lapse-surrender ratio 22.052 a a “3 ca 
showed an improvement instead of go- See ? a " = the men who help you build 
ing materially higher seems clearly due 
| | to the work of the field force in selling 
| | persistent business and conserving it 
after it was sold. Implicit in this is the 
| | increasing tendency of agents, whether 
| | selling on a programming or package 
basis, to sell insurance to cover spe- 


cific needs rather than just some more ie ss areas THE GOLDEN OPPORTUNITY 
| | insurance. The rage gs gpa alge _ : JG: See SS = . — T0 ATTRACT STRONG MEN 
| | can’t give up any of his policies with- ie See Fie prep ee 
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doubtedly been an important factor in 
keeping insurance in force in many 
border-line situations that would other- 
wise have swelled the lapse and sur- 
render totals. 

In connection with programming and 
its effect on persistency it is interest- 
|{ ing to note that Home Life of New 
York, which has for some years been 
training its agents on an all- -program- : a ~ a ae : 
| om basis, has one of the lowest ratios, joss 0s : ae tea SE peat ara lili aan CEN tine ne 
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Rcrence Better. Appreciated HELPFUL, FRIENDL Y HOME OFFICE CO- “OPERATION. 
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° |} 2 reflection of current prosperity, even Columbus 16, Ohio 
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company with a relatively large back- 
log of seasoned business. 

For this reason, the ratios for Com- 
panion Life, which began business in 
1949, are computed on the basis of the 
mean of the ordinary in force during 
1951 rather than the amount in force 
at the beginning of the year. Even this, 
however, does not remove the distort- 
ing effect resulting from lack of the 
normal proportion of seasoned _busi- 
ness which gives older companies a 
better ratio even though duration for 
duration their business may not be per- 
sisting any better than the newer com- 
pany’s. 

Companies which for special reasons 
had no business subject to lapse in 
1951 are omitted from the tabulation. 


Case Involves Tax Lien 


Connecticut Mutual Life has asked 
the federal district court at Chicago to 
decide whether the government or the 
widow should receive $40,000 life insur- 
ance on James W. Trikel of Munde- 
lein, Ill, who was killed in an auto 
accident last May. The government 
charges that Mr. Trikel owed $52,323 in 
income taxes and has filed liens for this 
amount. 

John T. Jarecki, collector of internal 
revenue, has contended the insurance 
settlement is subject to the liens. 


Ratio of Lapses and Surrenders for N.Y. 
Admitted Companies Shown Below 


Company 
Aetna 
Amalgamated 
Bankers, Ia. .... 
Bankers’ Security 
Berkshire § ..0ses 
Canada (U.S. Br.) 
Church 
Colonial 
Columbian 
Companion 
Confed. (U.S. Br.) 
Conn. General 
Conn. Mutual 
Continental Am.. 
Contl. Assurance 
Eastern 
Empire State ... 
Equitable, Ia. .. 
Equitable Society 
Expressmen’s 
Farm Bureau ... 
Fmrs. & Traders 
Federal L. & C... 
Fidelity Mutual... 
Guardian ....... 
Home, N. Y¥..... 
Imperial (U.S. Br.) 
John Hancock 
Loyal Protective. 
Lutheran Mutual 
Manhattan ...... 
Mass. Mutual 
Metropolitan 
Monarch Life ... 
Mut. Benefit Life 
Mutual, Canada . 


| Natl... 





Amount 
Surrenders 
52,692,572 
3,000 
12,677,301 
1,659,340 
5,413,607 
5,385,615 
176,228 
2,080,524 
4,988,034 
28,500 
1,144,502 
40,068,817 
40,056,765 
4,083,404 
8,879,405 
227,692 
385,894 
10,355,957 
87,993,361 
665,393 
3,043,000 
972,479 
213,032 
8,307,094 
10,707,412 
7,888,452 
529,916 
102,072,941 
312,941 
2,407,312 
4,804,940 
50,663,122 
228,079,489 
1,203,991 
40,145,139 
285,181 


Amount 


14,500 
26,509,906 
28,000 


2,015,675 
42,326,240 
29,304,494 
3,212,435 
42,248,546 
514,178 
1,585,135 
17,943,249 
111,648,275 
202,500 
28,347,176 

1,969,897 

3,348,128 

9,180,500 
11,974,686 

7,060,292 

70,973 
155,047,369 

1,506,299 

2,605,727 

9,453,168 
27,534,460 

166,672,004 
12,450,780 
16,457,830 
77,000 









U.S. LIFE... 


a better life to live! 


It is hard to imagine projects such as the New York Herald 
Tribune Fresh Air Fund, the United Jewish Appeal, and the 
Urban League existing in a totalitarian country. The motives 
that start them, the tasks they perform, the nature of their 
support and everything they stand for grow out of convic- 
tions and feelings that are foreign to the thinking of 


non-democratic peoples. 


For legions of poor young Americans the Herald Trib- 
une’s Fresh Air Fund means two wonderful weeks in the 
country. But it means more than that. It is often the intro- 
duction to a new concept of citizenship, of respect for 
themselves and others, and of the opportunities for a good 
life open to those who live in a free society. 

Your contribution to the Herald Tribune Fresh Air Fund 
and other worthy movements helps to make U. S. Life... 


A Better Life to Live. 


* & & 


The insuring public’s steadily increasing appreciation of United 
States Life’s century of service is well expressed in the words of 
Captain Eddie Rickenbacker, “If a thing is old, it is a sign that it 
was fit to live. The guaranty of continuity is quality.” 





The 
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United States Life 
INSURANCE COMPANY 
In the City of New York 
84 William St., New York 38, N.Y. 





Total L.&S. L.&S. Amount Amount Total L.&S. L.&S, 
L. & S. % °51 % °50 Company Surrenders Lapses L. &S. % °51 % '50 
128,062,525 4.50 4.58 Mutual, N. Y.... 52,397,752 54,413,316 106,811,068 2.42 2.65 
17,500 9.00 10.56 Mutual Trust 5,683,570 6,371,703 12,055,273 3.08 3.25 
9,187,207 3.12 3.18 National, Vt. ... 14,747,905 12,032,056 26,779,961 2.35 2.37 
1,687,340 13.08 11.12 New Eng. Mut... 38,756,492 35,647,968 74,404,460 2.54 2.72 
12,667,833 3.37 3.22) New York Life.. 105,680,093 156,990,300 262,670,393 2.50 2.56 
8,763,518 3.06 2.98 Noo am, Re...... 3,560,300 36,790,100 40,350,400 9.25 10.08 
redesss 2:85 82 «Northwestern Mu. 56,417,530 34,013,143 90,430,673 1.43 1.39 
12162500 296 5:09 Old. Republic 33,355 59,079 92,434 20.65 0.04 
Sp Eee pterr ae es 2,615,420 11,308,271 13,923,691 6.32 6.49 
»701,106 *17.41 *16.45° Benn Mutual 43,089,056 41,628,768 84,717,824 2.90 2.85 
getb177 6.27 6.54 Phoenix Mutual.. 19,634,098 11,561,783 31,195,881 2.79 3.22 
pages e "9q Postal .......... 887,468 1,246,986 2,134,454 4.24 2.95 
69,361,259 3.28 3.27 Boy. Mutual 18,654,434 11,295,671 29,950,105 2.14 2.8 
7,295,838 3.03 3.38 Drugential ...... 316,121,968 340,340,935 656,462,903 3.22 3.07 
51,127,951 7.19 6.67 Geour. Mut., N.Y. 3,817,230 6,688,917 10,506,147 4.21 4.47 
erare sce eet State dutea! 11,288,045 11,176,850 22,464,895 2.07 2.15 
jee i Se aero. - 50 923.163 111,500 1,034,663 1.19 0.82 
199641686 255 2.55 Travelers ....... 52,367,142 128,934,962 181,302,104 4.69 6.67 
“Gerkas ise cae Ten Conteal 27,877,285 15,084,795 42,962,080 3.01 2.56 
suaintts ite cee Ue Se cx: 1/934,260 1,164,370 3,098,630 7.34 3.74 
viteass nas naa Cen Motel 2296,585 5,859,992 8,156,577 3.60 4.00 
Hey HE 9» ms ay pee 5,583,047 6,568,769 12,151,816 5.25 9.09 
svaateee ces cen Unmet Bivinai 55,383 832,250 887,633 8.48 11.38 
saaaeeee 954 24g VkteEy Mates... 139,480 1,631,845 1,771,325 7.51 10.46 
Pees 74a Lee) «Leg «Totals, 1951 ... 1,525,163,413 1,765,159,218 3,290,322,631 281  ... 
Rees) fen Leg. Totals, 1950 ... 1,465,580,655 1,735,441,269 3,201,021,924 va 
257,120,310 4.03 4.31 Totals, 1949 . 1,294,098,298 1,700,696,188 2,994,794,486 2.81 (1949) 
OT darete 68a nag Totals, 1948 ... 988,269,368 1,684,654,401 2,672,923,769 2.94 (1948) 
5012039 215 265 Totals, 1947 869,059,660 1,556,295,912 2,425,355,582 2.59 (1947) 
raassies 6.6¢ 5.25 Totala, 1946 723,052,359 1,079,380,683 1,801,892,515 2.15 (1946) 
78,197,582 2.59 2.53 
, : ‘8 ; 
attri hat 359 *Based on mean of insurance in force in 1951 because of this new 
56,602,969 1.91 1.93 cempany’s rapid growth in 1951 in proportion to business in force 
362,181 2.65 2.94 Jan, 1, 1951. 








Review Defense Group Plans 


WASHINGTON — Defense Depart- 
ment Insurance Director Kane and 
other officials conferred this week with 
a committee representing life, casualty, 
A. & H. and other group interests re- 
garding a group plan to accompany the 
defense projects (property) rating plan. 

The committee had a plan to submit 
and discuss. It was emphasized the 
various group interests had had diffi- 
culty reaching complete agreement on 
those terms and conditions and the plan 
as a whole. That situation has resulted 
in considerable delay on the matter. 

Pension plans of defense contractors 
are not covered in the proposed group 
plan. It was pointed out there are ample 
government regulations elsewhere deal- 
ing with or related to pension plans— 
notably those of the wage and salary 
stabilization boards, internal revenue 
bureau and social security. 


Pension Experts to Meet 


NEW YORK —American Pension 
Conference will hold a dinner meeting 
April 15 at Hotel Shelton, New York 
City. The subject will be the inclusion 
of pension plan optional survivors’ an- 
nuities in the taxable estate of a de- 
ceased pensioner; the implications of 
the Twogood and Higgs cases; pre- 
and post-1949 “transfers”; and _ valua- 
tion methods and problems. 

Speaker will be Logan Fulrath, New 
York City attorney, who tried the Two- 
good case in the tax court and court 
of appeals and established in the tax 
court that an annuity originally valued 
by the internal revenue commissioner 
at $107,000 was in fact only worth 
$19,000. 

Otis E. Logan, Provident Mutual 
Life, Indianapolis, recently marked 40 
years with the company. 








NEW. 





Here are the EXTRA Benefits of 
some of these New Policies: 


Out-patient Benefits 

Lifetime Payments 

Complete Air Travel 
Liberalized Maternity Coverage 
First Day Benefits 

All Medical Expenses 

Surgical Benefits to $300 
31-Day Grace Period 


Waiver of Premium 


Full Information on Request 










... to fit every Family or Individual Need! 


SICKNESS AND ACCIDENT 
ACCIDENT 


INDIVIDUAL HOSPITAL AND 
SURGICAL 


MEDICAL EXPENSE 
FAMILY HOSPITAL AND SURGICAL 





-- IMPROVED... _ 











INSURANCE COMPANY OF AMERICA 
HOME OFFICE: MILWAUKEE 
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L.J.A.M.A. Accident Meeting Draws 150 


(CONTINUED FROM PAGE 1) 





for the women. The company’s most 
popular coverage, the blanket medical 
expense plan, consumed 80% of the 
total applications. Referring to the 


| occupational class manual, it was shown 
| that 45% of the business falls in classes 


A and B, 21% in classes C and D, and 
34% in classes D to 





MARGINAL FAILURE 





Mr. Dunning also revealed that, con- 
trary to company hopes in inaugurating 
A. & H. coverage, the marginal agent, 
for whom success seemed assured, failed. 

Declaring that the top life producers 
also get the most A. & H. business, he 
pointed out that of the top 30 A. & H. 
leaders, 11 were also members of the 
company’s top life production club, 
eight were in the Top club, and 10 in 
the Star club. He added that no mar- 
ginal agent was in the top 100 A. & H. 
producers. It was intimated, then, that 
the marginal agent was still the mar- 
ginal agent. 

Increased life production was empha- 
sized as the primary reason for the 
entrance of New York Life in the 
A. & H. field. How well the reasoning 
worked was illustrated with the case 
of the company’s Fresno branch, where 
seven of the 31 agents selling both life 
and A. & H. coverage have increased 
their life production. 

Prospective A. & H. entrants were 
urged to merchandise their coverages 
without a specialist. Mr. Dunning said 
that companies can best promote A. & H. 
within their ranks by developing the 
idea that A. & H. is merely another 
package in the life kit. This could be 
done, he asserted, through personal 
contact. 

Mr. Dunning concluded that the ad- 
vantages of A. & H. were reflected 
within his company by the direct profit 
commission for agents; the opportunity 
to further serve the policyholder; an 
aid to the new agent, and as a working 
arm against socialized medicine. 


Wallace Two-Fisted Salesman 


Travis T. Wallace, president Great 
American Reserve, stripped to the waist 
and donned a pair of boxing gloves 
labeled appropriately “A. & H.” on the 
left hand, and “Life” on the right. In 
the engagement that followed, Mr. Wal- 
lace showed how A. & H. can make 
an agent ambidextrous. Leading with 
his left “A. & H.” hand against C. G. 
Ashbrook, vice-president North Ameri- 
can Life and sergeant-at-arms for the 
meeting, Mr. Wallace declared that he 
could gain a decision. However, lead- 
ing with the right “Life” hand, he could 
score a knockout. 

Continuing in his undershirt, Mr. 
Wallace reiterated the views of Mr. 
Dunning, that A. & H. and life cover- 
ages should be a part of the same sales 
kit, since both insure “human life values.” 
Still puffing, Mr. Wallace declared that 
unless the first sale of A. & H. cover- 
age is completely made—the sale to top 
management — companies entering the 
field have little chance for success. 

Without a reasonable enthusiasm for 
A. & H. insurance, it was pointed out 
that volume will soon drop, and in many 
cases the department’s overhead and 
additional expenses wili increase. Mr. 
Wallace also insisted that insufficient 
production tied to insufficient spread of 
tisk could make the company and agent 
financial losers. 

The appearance on the rostrum of 
Harry S. McConachie, president L.I.A. 
M.A. and vice-president and superin- 
tendent of agents American Mutual 
Life, marked the first time an associa- 
tion president attended the regular 
spring A. & H. committee meeting. 

Mr. McConachie congratulated the 
committee on its achievements since its 
mMception in 1946 and traced its brief 
history through the first chairmanship 
of W. M. Rothaermel, vice-president 
Pacific Mutual Life; Raymond H. Belk- 
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nap, vice-president Continental Assur- 
ance, 1947-48; John Sayler, vice-presi- 
dent Business Men’s Assurance, 1949-50, 
and Lyman Baldwin, vice-president 
Security Life & Accident, 1950-51. He 
also brought greetings and well wishes 
for continued success from the L.I.A. 
M.A. board to Frank Vesser, vice-presi- 
dent General American Life, current 
chairman. 

Mr. McConachie termed A. & H. a 


“personal insurance” that permits people 
to do for themselves what the govern- 
ment might otherwise have to do. 
Opening the meeting, Mr. Vesser 
pointed out the necessity for manage- 
ment to understand that the sales prob- 
lems of life insurance and A. & a 
coverage should not be separated. 





SALES IDEAS 





Sales ideas of proven merit, at least 
for the companies using them, were de- 
scribed by seven speakers at the second 


morning’s session. Lyman Baldwin, Se- 
curity Life & Accident, was in charge 
of this meeting. 

W. J. W. Merritt, Wisconsin Na- 
tional, commenting that one of the big 
problems his company has is to get the 
salesmen to use an organized sales 
presentation, said that the solution has 
been the development. of an extremely 
simple two page pretyped proposal for 
each of the six loss of time policies 
offered. It is effective, he said, because 
it is so simple. 

Wisconsin National agents have the 
usual sales training, the usual sales 
tools, yet a lot of the life men don’t sell 
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In the Heart of America, the name B. M.A. is a familiar 


one and the B.M.A. building on the Union Station Plaza is a 


Kansas City landmark. But these two are also known far and 


wide, for it is from this Home Office that B. M.A. serves 36 states, the 


District of Columbia and the Territory of Hawaii and Guam with complete 
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In 42 Years B. M. A. Has Paid Over 124 Million Dollars to Policyowners and 


W. T. Grant, Chairman 


literally “serving America from the heart.” 


income protection through the exclusive B. M.A. “All-Ways” Plan— 


COMPANY OF AMERICA 


J. C. Higdon, President 
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A. & H., Mr. Merritt said. The company 
has prepared a number of elaborate 
sales folders for its A. & H. line, but 
the salesmen just don’t use them 
enough, he observed. é 
To overcome this, the company pre- 
pared a five page explanation of A. & 
H. for the agents, which he character- 
ized as being simple “almost to the 
point of being ridiculous.” With this 


background and with the proposal, Mr. 
Merritt said any agent who can read 
can sell Wisconsin National’s policies. 
The proposal can actually be read to 
the prospect, the agent filling in the 
dollar amounts as he goes along. Mr. 
Merritt illustrated the use of his com- 
pany’s form on a business and pro- 
fessional men’s policy, the most compli- 
cated one of the six offered. It took 
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in a series of advertisements outlining advantages enjoyed 
by field underwriters of the Equitable Life of lowa 


Compensated For 


SUCCESS 


}' ield underwriters of the Equitable Life of 
lowa are compensated on a commission arrangement 
based on the assumption of a lifetime career. A 
liberal and comprehensive contract featuring life- 
time renewals for quality business, and other special 
remuneration, is the foundation of the compensa- 
tion plan. This modern contract is supplemented 
with sickness and hospital benefit plans, and com- 
pleted with Equifund, the modern retirement income 
plan for the Company's field associates which makes 
the term, Lifetime Association, a reality. 


Laurrspie 


FOUNDED IN 1867 IN DES MOINES 


OF IOWA 
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KEYED ro MODERN neews 


The ILLINOIS MUTUAL CASUALTY COMPANY, 
home office — Peoria, Illinois, has the tools with 
which you may build the best Accident—Sickness— 
Hospital—Medical—Surgical and Polio insurance 
business in your community. Over 40 years’ experience 
in insurance confined exclusively to this field. 
Desirable agency openings in Illinois, Indiana, Michigan, 
Minnesota, Missouri, Ohio and Wisconsin. 


Illinois Mutual Casualty Co. i 


HOME OFFICE: 411 LIBERTY ST. PEORIA, ILL. 


Cc. C. INMAN 
sident Executive Vice President 











him less than four minutes to go through 
the presentation, a little less than it 
would an agent who was going slowly 
for the prospect’s benefit. In explana- 
tion of this type of approach, the agent 
can say that he was so anxious to get 
everything in that he had the informa- 
tion typed up at his office before making 
the call. 


Helps Train New Men 


Mr. Merritt said this system enables 
the general agent to get his new men 
started more quickly. The agent can 
learn the answers to A. & H. problems 
while he is making the sales. Using this 
proposal, one veteran agent jumped his 
production 75%, and a new agent led 
the company in A. & H. production 
for two months last year. “It looks like 
simplicity is getting Wisconsin National 
more loss of time sales,” he declared. 

Robert S. Schoonmaker, Berkshire 
Life, noted that his company stresses 
accident insurance sales and has had 
success in this line with an “accident 
exposure meter.” This is an interest 
getter that leads to discussion of a 
policy for the prospect’s needs. It is 
distributed to agents in pads about three 
by five inches in size and in columnar 
form lists the principal causes of acci- 
dents as: Home 32%; automobile, 21%; 
recreation and sports, 18%; pedestrian, 
14%; occupational, 12%, and miscel- 
laneous, 3%. Opposite this column is 
another headed “My exposure,” which 
the agent fills out for the prospect, 
using the same figures except possibly 
for sports and accidents. It is difficult 
to get the prospect’s exposure below 
80, and the agent then points out that 
the man is exposed to four out of every 
five accidents, and launches into a de- 
scription of Berkshire’s accident cov- 
erage. 


Add an Application 


D. C. MacEwen of Occidental Life 
said his company uses a proposal form 
similar to Wisconsin National’s, except 
that it includes an application. The out- 
line of policy information is not to de- 
tailed, being merely a guide for the 
agent in his talk. Picking up an idea 
from the field, Occidental began each 
month to quote information on these 
forms to apply to a specific occupation. 
Sales results with this have been fair, 
he remarked, but more important, the 
plan has given the agents a definite 
prospecting area. The general agents 
find the plan good for the new men, 
and the system works especially well 
in smaller agencies. 

Ramon E. McCue, Bankers National 
Life, reviewed the experience his com- 
pany has had in A. & H. since enter- 
ing the field in 1944. After several years 
of getting nowhere, Bankers National 
developed two basic policies from which 
can be produced 68 different policies. 
These plans were introduced to the field 
force last July, and the company dis- 
covered that to make use of its new 
forms some additional training in A. 
& H. was necessary. Mr. McCue said 
Bankers has found that package policies 
on a schedule are the most successful. 


Finds Contests Necessary 


“We have never been able to run our 
business without having contests,” N. 
M. Longworth, United Benefit Life, ob- 
served. Short contests, lasting a month, 
are the best, and United Benefit has 
learned that a magic word in contests is 
“bonus.” The company puts its men in 
production categories, and in a contest 
either a man competes against his own 
quota or agencies compete. 

Christopher F. Lee, Columbian Na- 
tional Life, stated that the best sales 
presentation is no better than the man 
giving it. The job is to train the agents 
in A. & H. Knowledge and enthusiasm 
are key words in A. & H., he said. The 
sale is that of an idea, he added, not 
a policy. The agent must tell a story, 
and not confuse the prospect with a 
lot of policy phraseology. 

Mr. Lee advocated the use of visual 
aids, saying that the best one available 
is the daily paper. The front page every 
day contains stories of accidents that 
can be used to motivate sales. 


The salesman who looks at himself in 
the mirror in the morning and says, 
“You’re not worth shaving” is in tough 
shape for the day, Mr. Lee remarked, 
Enthusiasm must show. He said one 
day an agent came into his office and 
was asked how he felt. “Fine,” was the 
answer. “Then why don’t you notify 
your face of that fact?” Mr. Lee asked, 

If a prospect has $1,000 in the bank 
at 212%, he can take the interest on 
that money, $25, and buy insurance to 
protect the principal, Mr. Lee noted. 

He suggested that the agent might 
ask the prospect if he owns an automo- 
bile, and if he has a garage. If the man 
has both, the agent can ask if he would 
be willing to let the car stand out in 
the weather every day. Nearly every 
prospect will say no, he wouldn’t do 
that. Then the agent can point out that 
garage rental is from $10 to $25 a 
month. Many people are willing to spend 
$120 a year or more to protect an in- 
vestment of $2,500 or so, but they have 
a far more important investment, their 
own income, on which they spend 
nothing for protection. An average man, 
during his business life will earn at 
least $137,000, Mr. Lee said. That in- 
vestment does not stand in the same 
class with a $2,500 automobile. 


Business A. & H. Field 


Carl H. Lane, General American Life, 
using slide projections emphasized the 
importance of business A. & H. insur- 
ance, remarking that business is en- 
gaged in two fights—to maintain free- 
dom, and to maintain a net profit. Com- 
panies have a difficult job keeping ahead 
of rising taxes and inflation and for the 
smaller concerns the sole proprietorship, 
partnership and small close corporation, 
the economic effects of accident or ill- 
ness can be disastrous. 

Citing a study by Dun & Bradstreet, 
Mr. Lane said that it has been shown 
that the success or failure of a business 
depends in a large measure on the 
ability of the man or men directing the 
enterprise. 

Government is interested in high busi- 
ness profits for tax reasons, Mr. Lane 
said. The more deeply the income tax 
bites into earned income, the more it 
becomes impossible for men to accumu- 
late money to pay the incurred expense 
of illness plus debts and normal family 
expenses. 

Only a few years ago when taxes 
were lower, and low costs permitted 
substantial margins for saving and in- 
vestment, A. & H. insurance was an op- 
tional method for creating a fund or for 
guaranteeing lost earnings. Today, Mr. 
Lane declared, it is the only method. 

He added that an increased tax is not 
truly an increase in expense but a de- 
crease in income. The only income 
which is actually income is that which 
remains after taxes. “When we consider 
the fact that the United States taxes ex- 
ceed the average American family’s food 
cost, the crucial effect of taxation be- 
comes crystal clear,” he said. “Our job 
—our responsibility—is to educate and 
help the American public, the wage 


earner, protect the security of the 
American home and American busi- 
ness.” 


Using the slides, Mr. Lane showed 
the effect of prolonged disability on the 
business of a sole proprietorship, a part- 
nership and a close corporation, and 
how A. & H. insurance could be applied 
in these cases. He advocated the use of 
high limits, mentioning $1,000 monthly 
indemnity for his example in the part- 
nership case, stating that companies 
should take what they can and then 
help their agents place the rest of the 
business with other companies so that 
people in need of limits of that nature 
would have no difficulty obtaining them. 

That afternoon D. C. MacEwen of 
Occidental Life presided over a forum 
on sales management problems. Par- 
ticipating were Edward R. Hodgkins, 
Paul Revere Life. who acted as mod- 
erator; Mr. MacEwen; E. J. Faulkner, 
Woodmen Central Life; and J. E. 
Scholefield, North American Life & 
Casualty. 

Hodgkins that 


Mr. commented 


“something new as been added to the 
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responsibilities of the agency officer 
whose company is engaged in selling 
A. & H. and life. It is the factor of bal- 
anced production.” There are two as- 
pects of balanced production, Mr. Hodg- 
kins added. They are the balance be- 
tween life and disability production, and 
in the specialized disability field itself, 
a proper balance between loss of time 
coverage on one hand, and the hospitali- 
zation, surgical or medical coverages on 
the other. He remarked that balanced 
production is merely a relative term, 
since all companies are interested in 
the maximum amount of new business 
which can be obtained within the com- 
pany expense limitations and in line 
with company objectives. For example, 
one company might emphasize life pro- 
duction with A. & H. in a secondary 
role. In another, the situation might be 
reversed. A third company might feel 
that its A. & H. effort should be con- 
centrated on loss of time coverages and 
another would plug heavily for the hos- 
pitalization field. Is there any method 
of training and supervisory control of 
general agents to achieve balanced pro- 
duction? Mr. Hodgkins asked. How can 
A. & H. production be stimulated from 
life men and life production from A. & 
H. men? Can agency departments be 
organized for A. & H. and life produc- 
tion? How can the old-time life agent 
be interested in A. & H. selling? 

Mr. Faulkner described his company’s 
method of balancing production between 
life and A. & H., explaining that the 
educational program stresses the agent’s 
responsibility to furnish protection 
against all hazards. “We implement this 
program primarily through full-time 
men. The company does not provide 
any financial assistance unless the new 
full-time agent represents us for both 
life and A. & H.” 

Woodmen Central tries to balance 
commissions between the lines so that 
it is no more profitable for the agent 
to spend his time on one line or the 
other, and this is carried through in 
crediting points for bonuses, club par- 
ticipation and contests. Another method 
is the use of a quota system which sets 
the desired objective in both fields. 

Supervision in the home office and 
from the agency manager is directed 
toward gaining a balanced production, 
Mr. Faulkner said, and this theme is 
carried through the agency meetings. 
The company is putting more emphasis 
of its “all-in-one-package” which cov- 
ers the life and A. & H. lines. 

In the evening there was a showing 
of Pacific Mutual Life’s film, “New and 
Unusual Savings plan.” Fred S. Sibley, 
superintendent of agencies, presided at 
this event. 

A. & H. business is the fastest grow- 
ing and the fastest changing of all per- 


sonal insurance coverages, Charles J. 
Zimmerman, managing director 


L.I.A.M.A., told the closing session of 
the spring meeting. 

He cautioned, however, that the sur- 
vival of the coverage depends not only 
upon the needs and desires of the pub- 
lic, but also upon the degree to which 
the companies will extend themselves to 
service these needs. 


Texas Promulgates Credit 
Rules; Asks Company Study 


Texas board of insurance’ commis- 
sioners has ordered that in connection 
With loans of $100 or less, a credit in- 
surer or lender-agent may write one 
credit life policy or one credit A. & H. 
policy or both. The writing of any 
other insurance is prohibited. When the 
loan exceeds $100, the credit insurer or 
lender-agent may write life and A. & H., 
and in addition may require insurance 
covering property on which the lender- 
agent has a valid interest. 

It was ordered that no claim for dis- 
ability be denied on the grounds that 
the disability preceded the issuance of 
the policy. 

The board is undertaking a study of 
credit insurance rates. It ordered that 
an actuarial study be undertaken by 
credit insurers to determine the actual 
cost of credit insurance. 





North Central 
Advertisers Prepare 
Menu of Ideas 


Harry S. McConachie, vice-president 
of American Mutual and president of 
L.I.A.M.A., and William Veeck, owner 
of the St. Louis Browns, will be major 
figures on the program of the North 
Central Round Table of Life Adver- 
tisers Assn. at St. Louis on April 17-18. 


The program will be in charge of John 
P. White, Lincoln National, chairman 
of the session, who has set the theme 
“What’s Cooking?” with each man 
present an “idea chef” to serve a menu 
of sales ideas. 

Mr. Veeck, who is generally regarded 
as baseball’s top promotion man, will 
be the keynote speaker. Mr. McCona- 
chie will review and lead the discussion 
on ideas presented during the two-day 
program. 

Mr. White will “ladle” out the ideas 
at the opening session and William Ellis, 


9 


American Mutual, and Martin Mullen, 
General American Life, will be chairmen 
of the potpourri sessions which follow. 


Committee organization of the 1952 


meet includes Edwin P. Leader, Bank- 
ers 
O’Brien, Jr., Standard Life of Indiana, 
treasurer; John R. Morris and Robert 


‘Life of Iowa, program; William 


Griffiths, Business Men’s Assurance and 
Mr. Mullen, hotel and publicity; Robert 


Templin, Northwestern Mutual Life and 


Mr. O’Brien, registration, Alan Ken- 
nedy, Kenneth Wunsch, Northwestern 
National, publicity. 
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A Good Time for Recruiting 


It is heartening to find a basic prob- 
lem of life insurance such as recruiting 
being successfully solved in a specific 
way. It has not been particularly easy 
since the beginning of the Korean war 
to find men, but the experience of one 
agency executive illustrates forcefully 
that currently there are factors that 
make possible recruiting of good men. 

This executive thinks this is actually 
one of the best times in many years to 
recru:t. Many men are economically dis- 
turbed, particularly in the white collar 
class from which life insurance has 
obtained many successful agents. With- 
in the age bracket regarded as the 
most satisfactory, say 27 to 38, the 
white collar man today frequently finds 
himself up against increasing respon- 
sibilities, rapidly rising prices, and a 
salary whose size changes with the 
speed of a tortoise. 

In banks, retail stores and similar 
enterprises, the business can find the 
right kind of prospective agents earning 
$3,500 to $5,000 a year and squirming 
in the economic squeeze. The minds 
of many are open to opportunity. 

When could a manager or general 
agent with so clear a conscience urge 
this type of prospective agent to try 
the life insurance business? Such a man 
is not giving up anything. If the com- 
pany he joins does a thorough job of 
inducting him, training him, and meas- 
uring him against good standards both 
as to performance and in time, within 
three months the agency and the man 
will know if the new venture is going 
to be successful. If not, he is promptly 
out, and nowadays, of course, he can 
get a job fairly readily that pays close 
to what he was making before he en- 
tered insurance. 

If general agents and managers are 
inclined to wait until the economy is 
adjusting itself and going down, it is 
too late. The prospect then becomes 
wedded to certainty of income; as prices 
decline this income grows more at- 
tractive, its security more appealing, and 
the hazards of a change more fearful. 

Of course, the prospective agent's 
friends are in the same income category 
—and the same fix. But there are still a 
lot of prospects for insurance. One 
category is the people to whom the 
prospective agent pays money, often a 
list that runs as high as 25 and certainly 
would run more than 10, In this group 
are the small business men, the sole 
proprietors—merchants and professional 
men, most of them making more than 
five years ago. For most of them the 
rate of increased income certainly has 


more nearly paralleled the rise in living 
costs. If the economy should change 
direction, and the agent is seasoned by 
a year or two or three of production, 
his former friends and associates be- 
come better prospects for sales. 

One reason more recruiting is not 
done is that this phase of his operations 
does not compete for the general agent’s 
time. This is also true to a certain ex- 
tent with prospecting—it does not com- 
pete for the agent’s time. So recruiting 
is something that the manager and 
prospecting is something that the agent 
must initiate themselves. 

Of course the general agent has to 
know what he is doing. Most of them 
do; it is often a question of application. 
However, the business has learned that 
new agents can be tested thoroughly 
and satisfactorily in far less time than 
was formerly considered necessary. In 
fact, in and out in 90 days is not un- 
usual, if the agency is prepared to give 
a good basic performance. It has also 
been demonstrated that many more new 
agents can be inducted than many gen- 
eral agents and managers will admit. 

If an agency is thoroughly testing its 
new men in three months instead of 
six months, it can hire twice as many 
and will have many more producers 
as a result. Also, if there are a dozen 
or two new agents being trained by 
the agency, the manager can quickly 
see the difference between the good 
ones and the poor ones and the neces- 
sity is much clearer for getting the poor 
ones out of the way. 

Experience has shown that within 90 
days the good agents clearly display 
their abilities, while the poor ones as 
certainly demonstrate their lack of it. 
One agency, for example, found that 
good producers in a group of new 
agents produced in 90 days an average 
of $50,000 of business. The best of the 
poor agents produced $7,000 of business, 
or less than one-tenth of what the best 
of the good agents produced. 

The poor man takes more time than 
the good man; and it is obvious that the 
best men take the least time. Many 
managers spend 25% of their time on 
successful new agents and 75% on fail- 
ures. Here again, an adjustment to the 
realities of the situation will save the 
manager time and make his operations 
more effective. 








A Provident Mutual midwestern busi- 
ness school was held for six days at 
Chicago attended by agents from a 
number of cities and staffed by home 
office instructors. 


PERSONAL SIDE OF THE BUSINESS 





O. Kelley Anderson, president New 
England Mutual Life, was named a 
director of United Community Services 
of Boston. 

Creely Buchanan, state manager 
Phoenix Mutual Life, outlined the vari- 
ous forms of life insurance, and traced 
the history of life insurance at a meeting 
of the Nashua (N.H.) Exchange Club. 

Paul A. Christensen, salary adminis- 
trator, and Era Emmons, editor of pub- 
lications, Life & Casualty, were speakers 
on career day programs at three Nash- 
ville high schools. 

Charles M. Williams, president of 
Western & Southern, was honored by 
presentation of a special distinguished 
service award by the Georgetown Uni- 
versity Alumni Assn. 

Robert E. Henley, president of Life 
of Virginia, who is president of Rich- 
mond Memorial Hospital, has been 
named to Virginia advisory hospital 
council—a 20-member group that has 
an important voice in the distribution 
of federal-state financial aid for hos- 
pital construction in the state. 

Theo. P. Beasley, president Republic 
National Life, was named president of 
the Dallas YMCA. 

George B. Graham, Northwestern Mu- 
tual Life, Buffalo, N. Y., recently en- 
tered his 61st year of active selling with 
the company. He is 85. 

Harry Lucas, Metropolitan Life, Sa- 
lina, Kan., was named Salina Man of the 
Year for 1951, largely because he 
steered the Community Chest campaign 
to its quota in a single day. 

Frank B. Jacobshagen, vice-president 
and secretary Farmers & Bankers Life, 
has been named chairman of the busi- 
ness. protective committee of the 
Wichita chamber of commerce. 

Clayton Mammel, Farmers & Bank- 
ers Life, Wichita, reigned as “sultan” 
of the city’s recent Holiday Review 
benefit. 

Wilbur Loveland, Union Central Life, 
has been named treasurer of the Wichita 
Rotary club. 

Levi B. Rymph, general agent Colum- 
bian National Life, retired recently as 
president of the Wichita Optimists 
club. 

Frank P. Aschemeyer, vice-president 
and general counsel of General Ameri- 
can Life, has been elected secretary- 
treasurer of the friend of the boy foun- 
dation of the Optimists Club. 

Oscar A. Anderson, general agent at 
Cedar Rapids, Ia., for Equitable Life of 
Towa, was honored with a dinner on 
his 35th anniversary as general agent. 
Vice-president Ray Fuller represented 
the company at the dinner. 

Charles G. Ashbrook, executive vice- 
president and director of agencies of 
North American Life of Chicago, and 
Mrs. Ashbrook have just returned from 
a combination business and pleasure trip 
to Hawaii. They had sailed there on 
Feb. 20 following a visit to California 
agencies. At Honolulu they discovered 
they were registered at the same hotel 
as three Western Life of Montana offi- 
cials and their wives. These were R. B. 
Richardson, president; Lee Cannon, 
agency vice-president, and Floyd E. 





Young, vice-president and actuary. Mr. 
Ashbrook noticed in the locai newspa- 
pers that Ralph R. Lounsbury, presi- 
dent of Bankers National Life, and Mrs, 
Lounsbury were scheduled to arrive by 
water on March 8. The Ashbrooks were 
on the dock to greet them and present 
them leis. On their way back to Chi- 
cago, the Ashbrooks visited their daugh- 
ter and son-in-law, Mr. and Mrs. Wal- 
ter Lorimer of Alhambra, Cal. 

Austin Super, brokerage supervisor 
in the Foley agency at New York City 
and his wife were injured and Herbert 
Lebenson of the same agency was 
critically injured in an automobile ac- 
cident en route to the annual conference 
of State Mutual at White Sulphur 
Springs, W. Va. Their automobile was 
hit by another car just after it had 
emerged from Holland tunnel. 


DEATHS 


ERVIN HOFFMAN, 72, formerly 
manager for Metropolitan Life at 
Columbus, died at Fort Lauderdale, 
Fla., where he had been living since his 
retirement seven years ago. 

Louis H. Martin, Cincinnati, vice- 
president and secretary of the National 
Underwriter Co. in charge of reference 
books, is bereaved by the death of his 
mother, MRS. L. H. MARTIN, SR, 
at the age of 82. 

JOHN A. PAINTER, 64, farm loan 
supervisor for Old Line Life of Mil- 
waukee, died at Columbia hospital after 
an illness of two weeks. He joined Old 
Line in 1927 at St. Paul, Minn., where 
he had previously been with the Federal 
Land Bank. After several years he was 
made supervisor of farms loans at the 
home office. 

LOUIS C. SCHMITT, JR., 45, assist- 
ant field director of National Mutual 
Benefit, Madison, Wis., died suddenly at 
St. Paul, where he had been on business. 
Before joining National Mutual Benefit, 
he was with Prudential for 10 years. 

JOHN H. GEER, 64, general agent 
at Akron, O., of Lincoln National Life, 
died of a heart ailment. He was with 
the company 29 years, serving as gen- 
eral agent for 24 years. He was one of 
the first C.L.U.s there and was presi- 
dent of Akron Assn. of Life Under- 
writers. 

C. J. HOIGAARD, 84, a member of 
North American L. & C., died at his 
home at Edina, Minn. He was a mem- 
ber of the board for 25 years. 

GIBSON AUSTIN, 54, district agent of 
Massachusetts Protective and Paul Re- 
vere Life, died at his home at Statesville, 
N. C., after a heart attack. 


MALCOLM KERLIN, 66, president 
Commerce and Justice Beneficial Assn., 
died at Georgetown eelvereer hospital, 
Washington, D. C. Mr. Kerlin retired 
from government service in 1948, after 
42 years in various departments and 
agencies, including 16 years as admin- 
istrative assistant to the secretary of 
commerce. 

















Union Labor Life has granted wage 
increases ranging from $130 per year for 
those in the lower salaried brackets to 
$250 per year for higher income groups. 
The new schedule includes a more lib- 
eral overtime rate structure. 
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Security Mutual "Ads" Featured 


Security Mutual Life’s first national 
advertising campaign gets nearly three- 
quarters of a page of publicity in the 
feature section of Advertising Age for 
March 31. It is in the form of a letter 
from Art Michel of the Bresnick agency 
of Boston, which handles the account. 

Mr. Michel explains how the Bing- 
hamton, N. Y., company faced the prob- 
lem of competing with life companies 
having budgets vastly larger and de- 
cided that if it couldn’t compete on a 
money basis it could certainly try com- 
peting in the quality of ideas behind the 
campaign “with an approach they would 
like to try to make as new as possible 
jn the not-very-original insurance ad- 
vertising field.” 

The company wanted an approach 
that could be used for all its sales pro- 
motion and a theme that could become 
permanently identified with Security 
Mutual and at the same time some- 
thing “all wrapped up with the reasons 
why people buy insurance.” These con- 
siderations resulted in the “together” 
theme, with the first illustration show- 
ing the hand of a bridegroom placing 
a wedding ring on the bride’s hand 
and the headline, “For a Man Who 
Knows What ‘Always’ means.” The 
plan is to make the hands and the head- 
line a permanent symbol of the com- 
pany. 





Toledo Supports the Cause 


Preparations are underway by Toledo 
Assn, of Life Underwriters to “reempha- 
size to Toledoans the importance of 
owning life insurance’ in conjunction 
with the association’s 50th aniversary in 
May. 

The mayor and city council will 
honor the association in motions dedi- 
cating a week to life insurance, while 
full-page advertisements will tell the life 
insurance story in city, neighborhood, 
and rural newspapers. Radio spot an- 
nouncements are also scheduled. 

To help make its birthday happy, 
and to pay the piper, the association is 
soliciting. contributions from members 
at two cents per $1,000 of paid business 
for 1951. 





Private Placement Trend 


The extent to which large life com- 
panies have come to absorb much of the 
direct placements of bond issues is 
mentioned in the current issue of the 
Monthly Review of the Federa) Reserve 


Bank of New York. It states that the 
trend has tended over the years to limit 
increases in the supply of desirable bond 
issues available to the smaller life com- 
panies and other investors. 





Mutual Benefit H. S. Campaign 


Mutual Benefit Life is aiming a new 
advertising and sales promotion cam- 
paign at 15 million high school gradu- 
ates. The material will interpret the 
simple, positive values of life insurance 
for high school students through three 
scholastic magazines. The advertising 
project will be supplemented by mer- 
chandising the program to field men and 
by tying in sales promotion and mer- 
chandising a campaign to the schools. 


Microfilmers Organize 


Photographing of records on movie 
film to permit destruction of bulky ori- 
ginals or their storage at a distant 
location has become so _ widespread 
among life companies that there should 
be a correspondingly wide interest in 
the recent formation of the National 
Microfilm Assn. One of the objectives 
of this group was to establish suitable 
standards of microfilming so that users 
might have some assurance that the 
film would meet their needs when there 
is occasion to use it. Headquarters are 


at 19 Lafayette avenue, Hingham, 
Mass. Vernon D. Tate is executive 
secretary. 





"Key Man" Defined 


For the benefit of agents who may 
have been seeking a good definition of 
“key man” for use in selling coverage 
on such men, we pass along a descrip- 
tion recently used by John Crosby, the 
syndicated radio columnist, who re- 
ferred to key personnel as “people with 
enough ability to get a job somewhere 
else.” 








Mossachusctis Mutual Plea 
on Hotel Mortgage Ignored 


The federal court of Indianapolis has 
dismissed the petition of Massachusetts 
Mutual Life to set aside a recommended 
reorganization plan for the French Lick 
Springs Hotel, French Lick, Ind. The 
company motion sought foreclosure of 
the hotel’s $1,550,000 mortgage. 

The trustee, Fidelity Trust Co. of 
Indianapolis, declared that efforts to find 
a buyer for the hotel have failed, and 


that further operation without new capi- 
tal will prove “increasingly unprofit- 
able.” 

The plan submitted by the trustee 
calls for the company to purchase the 
hotel’s current assets June 30 and pay 
outstanding taxes. From the purchase 
price, the approximately 200 creditors 
with claims of $125,000 against the hotel 
would receive 25 cents on the dollar, 
plus a pro rata payment out of what- 
ever is left after the initial settlement. 
When the transfer is completed, Massa- 
chusetts Mutual would be in charge of 
the hotel and other hotel properties, and 
could select its own directors and of- 
ficers. 

The trustee’s plan is interpreted not 
as a suggestion for permanent owner- 
ship and operation by the company, but 
as a move to clear some of the hotel’s 
indebtedness to make it more salable. 


Fete Ellis, Simmons, Souchon 
on Pan-American Birthday 


President Crawford H. Ellis, Edward 
G. Simmons, executive vice-president, 
and Dr. Marion Souchon, medical di- 
rector, founders of Pan-American Life, 
were honored recently at a ceremony 
marking the 40th anniversary of the 
company. 

Pointing out that a record volume of 
special applications were sold in honor 
of the event, Kenneth D. Hamer, vice- 
president and agency director, stressed 
the esteem the field organization holds 
for each of the founders. He also pre- 
dicted that production for the Presi- 
dent’s Month campaign would exceed 
all past records. 





——_——- 


Former NSLI Man Convicted 


WASHINGTON.—John A. Bertotti, 
34, a former supervisor in the Veterans 
Administration central office handling 
national service life premium funds, was 
sentenced by District Judge Kirkland 
to a jail term of from eight to 24 months 
on the charge of forging $4,269 in VA 
salary checks made out to a subordinate 
who had resigned earlier. Secret Serv- 
ice agents said Bertotti covered up the 
employe’s resignation and cashed 45 of 
his semi-monthly salary checks. 





N. Y. Life Agency Conference 


D. C. Josephs, president New York 
Life; Dudley Dowell, vice-president in 
charge of agencies; Charles D. O’Con- 
nell, field secretary, and Isaac Kibrick, 
field assistant, recently conducted a 
day-long agency conference at San 
Francisco. 


L.O.M.A. Founders 
Hear Johnson 
on Learning 


Learning is a lifetime job, George E. 
Johnson, vice-president Teachers Insur- 
ance & Annuity, told a founders’ night 
meeting of the Society of L.O.M.A. 
graduates at New York City. 

Mr. Johnson added that the continu- 
ing efforts of the graduates through the 
society are working evidence of three 
fundamentals which aid in advancement 
and success: (1) People become more 
alive as interests in matters around 
them are widened and intensified; (2) 
learning is a lifetime job and, if one is 
not to fall back, must be continued 
throughout life, and (3) useful and pur- 
poseful activity is the essence of life. 

The advancement of educational in- 
terests, first purpose of the society, was 
interpreted as a vital bulwark against 
intellectual retrogression. 





Honor Frank Barnes 








E. G. Siefert, Marion, O., chairman 
of the Ohio State Life general agents 
committee, presents a set of silver 
candlesticks to Frank L. Barnes, middle, 
first vice-president and director of agen- 
cies at a luncheon marking the agency 
executive’s birthday and commemorat- 
ing his 20th anniversary with the com- 
pany. On the left is Claris Adams, pres- 
ident, who spoke at the luncheon, which 
climax a one-month campaign in 
honor of Mr. Barnes that produced 
more business than any previous March 
in the history of the company. Other 
speakers were R. G. Leuzinger, general 
agent at Columbus, and J. Earl Pullen, 
Toledo manager. There were also gen- 
eral agents and managers from a dozen 
—_ and members of the home office 
staf. 
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NSLI to ‘Atala ieiieghe” 
Receipt-on-Request Plan 


The receipt-on-request plan that has 
gained such widespread popularity 
among life companies, is going to be 
adopted by the veterans administration 
on NSLI policies. At first the plan was 
to be inaugurated next January but un- 
der the stimulus of economy-minded 
Congressmen, Assistant Administrator 
Stirling of the VA said the date might 
be advanced to July 1. Under the pres- 
ent system VA must issue some 27 mil- 
lion receipts a year. The saving was 
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estimated at $1 million a year by Rep. 
Hardy of Virginia, House executive ex- 
penditures subcommittee chairman, but 
Mr. Stirling doubted that it would run 
as much as that. 


L'Heureux C.L.U. Speaker 


William F. L’Heureux, regional group 
manager of New York Life at San Fran- 
cisco, addressed the San _ Francisco 
C.L.U. chapter on “Group Insurance and 
the C.L.U.” Before joining New York 
Life in 1951 he was in the group de- 
partment of Metropolitan at New York, 
San Francisco and Los Angeles. 











is applied to it! 














his days if he is permanently crippled by accident.* 


Proving again — so it seems to us — that small change 
still packs a lot of power when the insurance principle 


*Our Gold Medal Plan permits an infinite number of 
coverage combinations — waives 
months’ disability — provides round-the-globe coverage. 
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Home, N. Y., 
Agency Managers 
Have Fla. Rally 


In the keynote talk at the meeting of 
managers of Home Life of New York 
at Hollywood Beach, Fla., President 
William J. Cameron, member of the 
joint committee on section 213 of A.L.C. 
and L.I.A., commented that the Condon 
committee should not be criticized for 
the fact that the Condon bill had to be 
defeated because it was not a satisfac- 
tory stop-gap. If there is any fault, he 
said, it lies with the insurance depart- 
ment and the companies for failure to 
reach an agreement. 

He indicated that the changes and 
compromises in the tedious process of 
study of the bill by the companies and 
the New York department during the 
last six months of the year had de- 
stroyed some of the soundest principles 
in the bill and at the same time compli- 
cated it no end. 


Managing Is an Art 


William P. Worthington, executive 
vice-president, remarked ‘whenever a 
field underwriter begins to feel that the 
manager’s only interest in him is as a 
source of profit, his attitude toward the 
manager and the agency changes rapid- 
ly.” He said that the job of the sales 
manager in handling men is an art and 
not a science and that it requires time 
and study to do the best possible job. 
“Our job,” said Mr. Worthington, “is to 
find out what is likely to motivate a 
man to make the best use of his abili- 
ties and then help him to carry out his 
objectives and not press him to carry 
out ours.” 

John F. Walsh, vice-president and 
manager of agencies, who was chairman 
of the meeting, discussed the disadvan- 
tages of writing excessive term insur- 
ance. 

Gerald K. Rugger, manager of group 
insurance, said that in the two full years 
that group has been in operation, it has 
assumed major importance within the 
company. He said that since the fall of 
1950, the group department has doubled 
its personnel and has a definite recruit- 
ing plan to further staff both its home 
office and field organization. 

The wives of the agents attended the 
meeting and there was a reception and 
dinner at the start of the three-day pro- 
gram. 


Coast Management Forum 
May 23 at Los Angeles 


The first all-day session of the recently 
organized Pacific Coast Life Manage- 
ment Forum has been set for May 23 
at Los Angeles starting at 9 a. m. Morn- 
ing coffee and luncheon will be served 
during the conference, which will con- 
sist of two panels, one on agents and 
agency financing and the other on 
agency costs. 

Arthur P. Carroll, director of agencies 
Equitable Society, will conduct the first 
panel which will consider various 
angles of financing and post-selection, 
responsibility for supervision and effec- 
tiveness of aptitude inventories. 


Harry E. Wilkinson, Prudential, Los 
Angeles, will conduct the panel on 
agency costs. 

Fran Bowen, Pacific Mutual, and 
George <A. Landis, state manager 
Franklin Life, are co-chairmen. Mr. 


Bowen has been inactive for the past 
four weeks suffering from a heart con- 
dition so Mr. Landis has been com- 
pleting the arrangements. 

The forum was organized last October 
at a meeting at San Francisco. Its mem- 
bership includes three classifications; 
resident agency men representing non- 
coast companies, non-resident agency 
department men charged with Pacific 


Coast responsibilities and agency execu- 
tives of Pacific Coast companies. 





Austin Life Managers Club heard F., 
L. Scofield, Jr., attorney and accountant, 
specializing in tax problems, discuss the 
problems of the owner of a considerable 
estate as related to life insurance. 


Franklin Life Memes Mensa 
Regional Connecticut Head 


Franklin Life has named Harold A, 
Meyer regional manager for Connecti- 
cut at Greenwich. 
He was formerly 
district man- 
ager for John Han- 
cock at Kansas 
City. 

Mr. Meyer en- 
tered the business 
with that company 
in 1936 at New 
York City, and the 
following year, 
transferred to St. 
Albans, N. Y. In 
1939, he was ap- 
pointed _ assistant 
district manager at 
New Rochelle, N. 
Y., and subsequently moved to Spring- 
field, Ill., as district manager. He was 
moved to Kansas City last year. 








H. A. Meyer 





Counsel Assn. Meetings Set 


Assn. of Life Insurance Counsel will 
hold its spring meeting at White Sul- 
phur Springs, May 13-14. 

The regular winter meeting will be 
held at the Waldorf-Astoria, New York, 
Dec. 11-12. 








Liberal Commissions 
Organization Allowance 
Office Allowance 
Persistency Bonuses 

H. O. Training Schools 


Production Club Conventions 





Regional Meetings 
Prize Winning Sales Aids 














WRITE H. S. MeCONACHIE, Vice Pres. 
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Among the principal speakers are 
F. W. Hubbell, president; Mr. Fuller, 
W. D. MacKinnon, actuary; A. O. 
Groth, associate actuary; E. E. Smith, 
assistant agency vice-president; C. J. 
Amstutz, Youngstown; L. M. Daniel, 
St. Paul; T. R. Hawkins, Detroit, and 
Holgar J. Johnson, president Institute 
of Life Insurance. 


President’s Club Program 


The President’s Club program on 
Wednesday will feature panel discus- 
sions by club members and talks by 
R. J. Harrison, Pittsburgh, and H. L. 
Harvey, Detroit. 

General agents remaining for the 
two-day Organization Club conference 
will attend group study ciasses on the 
“Key to Business Security,” the com- 
pany’s new business insurance sales 
program. Mr. Fuller, Dr. R. R. Sim- 
mons, medical director; E. E. Cooper, 
assistant agency vice-president, H. S. 
Brownlee, general agent Pittsburgh, 
and N. C. Day, general agent at Daven- 
port, will lead the study. 

Approximately 250 agents and general 
agents qualified for membership in one 
of the three Florida production clubs 
during a two-year period ending Dec. 
$31, 1951. 





New England Leaders Meet 
Draws 300 Room-Hoppers 


There were more than 300 members 
of New England Mutual’s Leaders Assn. 
and their wives at the annual meeting 
of the group at Hot Springs, Va. Fur- 
ther description of the previously an- 
nounced decision of the company to 
enter the group life and annuity field 
was made by President O. Kelley 
Anderson. There were panels on busi- 
ness insurance, estate presentation and 
the development and sale of pension 
plans. There was a greatly expanded 
program of room-hopping, including 14 
simultaneous groups devoted to spe- 
cialized topics. 





National Reserve Expansion 


H. O. Chapman, president, and 
William Moore, vice-president National 
Reserve Life, discussed plans for ex- 
panding company operations to include 
California, Oregon, Washington, and 
Arizona, at a recent regional meeting 
at San Francisco. 


Old Line Convention Set 

The annual convention of agents of 
Old Line Life of Milwaukee will be 
held June 15-18 at the Edgewater Beach 
hotel, Chicago. 








Farm Bureau Sales Parleys 


The Farm Bureau companies will hold 
a field sales conference in Columbus 
May 1 with a similar meeting in Cleve- 
land May 5. It is expected that 400 will 
attend each conference. 


111 General Amer. Qualifiers 


There- are 111 agents of General 
American Life who have qualified for 
Production club membership and attend- 
ance at the company conventions. 
There will be 64 attending the Presi- 














Denis D. Maduro, New York City 
attorney, will discuss estate planning 
at the April 23 meeting of the Life In- 
surance Trust Council of New Jersey 
at Newark. The annual golf party has 
been set for June. 





N.Y.C. Junior Actuaries Meet 


William Chodorcoff, second vice-pres- 
ident and associate comptroller Pru- 
dential, will discuss “The New Annual 
Statement,” at the April 16 meeting 
of the junior branch, Actuaries Club of 
New York City. 
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Capt. Leslie Banyard of the Queen of Bermuda explains how his ocean liner runs to 
the “captain” of Postal Life, New York, George Kolodny, president, and Roy A. Foan, 
vice-president and director of agencies, and their wives. From the left are Mrs. Foan, 
Mr. Kolodny, Mrs. Kolodny and Mr. Foan. The picture was taken during the com- 
pany’s conference cruise to Bermuda. 








Cape Cod has been selected as_ the Mass., will serve as convention head- 
1953 convention site by Berkshire Life. quarters when the company’s sales staff 
The Hotel Belmont at West Harwich, meets in June, 1953. 








Prudential security plans sell because they serve 





Prudential’s 


need for business insurance. 


Prudential man, Leonard Garrett, placed $10,- 
000 of Modified 5 on each of the four partners. 
Garrett says, “At the start, I met with real sales 
resistance. But with each step in the presenta- 


Ownership Control Plan 
these New Jersey super market owners on their 


tion I felt my prospects warming up to the idea. 
Closing was easy. This case practically sold it- 
self, thanks to the Ownership Control Plan. 
Without it I would have lost the sale.” 


sold 


If one of these partners should die, the surviv- 
ing partners would have the cash to buy out 
his share. In addition the family of the deceased 
would be protected from a forced liquidation. 


The Ownership Control Plan is a four part sales kit designed to 
sell every type of business insurance case. It makes business in- 
surance easy to understand — easy fo sell. For details, write 
to The Prudential, Newark, N. J. 


The above facts are based on an actual case, but true identities are not given. 





THE PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 
A mutual life insurance company 
Newark, N. J. Toronto, Ont. 


Houston, Texas _ Los Angeles, Calif. 
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NEWS OF LIFE COMPANIES 





Continental Begins 
Credit Coverages 


Continental Assurance, through its 
group department, is launching a credit 
insurance department. Joseph J. Lotz 
of the group department has been 
named superintendent of the credit de- 
partment. 

The company has been developing 
new creditors forms for some time in 
limited territories on a trial basis. The 
new department will write both life and 
A. & H. coverages to fit requirements 
of banks, small loan companies, finance 
companies, department stores and credit 
unions. 

Mr. Lotz has been in group since 
1928, and joined Continental in 1940 as 
manager of group service. In 1951 he 
was named account executive. 


Liberty Life Dividend 

Liberty Life stockholders voted to 
increase the capital stock from $1 mil- 
lion to $2 million with a 100% stock 
dividend. A quarterly dividend of 25 


cents a share was declared payable 
April 1 to stockholders of record March 
28. 





Prudential Eyes Southern 
Cities as Home Office Sites 


A group of Prudential’s top officers 
were in Jacksonville, Fla., for two days 
in their search for a site for a southeast- 
ern regional home office. Other cities 
under consideration include Richmond, 
Charlotte, Knoxville, Nashville, Atlanta 
and Birmingham. Present at Jacksonville 
were Carrol M. Shanks, president; 
Valentine Howell, executive vice-presi- 
dent; Orville E. Beal, vice-president, 
and Gerald A. Eubank, special assistant 
to the president. 





Acacia Wins Honors 


Acacia Mutual Life has been awarded 
the Freedom Foundation honor medal 
for “outstanding achievement in bring- 
ing about a better understanding of the 
American way of life.” The award was 
based on Acacia’s advertisement “Sym- 
bols of Faith.” 











You can’t find a better, more complete line of self-income 
contracts than Berkshire’s three profitable “best seller” 
groups. Here, you have everything to satisfy even your most 


demanding clients’ desires for assured income in the future! 








BROKERS AND SURPLUS WRITERS are invited to write 
to the nearest Berkshire General Agent for FREE copies of both 
the handy pocket-size. Merchandise Chart and Portfolio which 





outline the many unusual sales opportunities, * 


* * 








Columbian National Plans 
50th Birthday Celebration 


Columbian National plans are shaping 
up for its 50th anniversary convention 
on charter day, June 5. All home office 
personnel and their spouses will attend 
a dinner-dance in Boston. Agents, gen- 
eral agents and guests, who will be 
attending a national convention at 
Portsmouth, N. H., will be brought 
down to Boston to join the celebration. 

Vice-president Joseph A. Kelly, chair- 
man of the 50th anniversary committee, 
has announced that a book com- 
memorating Columbian National’s first 
50 years has been written and will be 
distributed early in June. 





Security of Binghamton 
Scores Ordinary Record 


The sale of ordinary life by Security 
Mutual of Binghamton during 1951 
reached aii all-time record of $37,169,- 
328. The average new policy increased 
to $6,779. During the year, the com- 
pany received applications for a total 
of $50,886,873. Assets increased by $5,- 
465,976 to $66,462,580. Surplus was up 
$3,462,848. Policy reserves were in- 
creased $4,042,697 to $53,475,813. Total 
insurance in force rose to $309,694,026, 
including ordinary and group. 

Average net income earned on assets 
was 3.08% compared to 3.06% at the 
end of 1951. There was just under $5 
million paid out to life beneficiaries and 
policyholders. Group and commercial 
A. & H. premiums amounted to $3,- 
881,573. 


Penn Mutual Gets Honor 


Penn Mutual Life was awarded a 
bronze medal by Freedom Founda- 
tion “for outstanding achievement in 
bringing about a better understanding 
of the American way of life,” through 
the company’s collection of rare prints 
and original documents relating to 
Independence hall and old Philadelphia. 








Protective Reviews the Year 


Insurance in force of Protective Life 
of Birmingham increased from $395 
million to more than $430 million dur- 
ing 1951. Assets increased by $4,144,- 
976 to $45,716,262. Policy reserves were 
raised by $3,494,892 to a total of $38,- 
078,004. Surplus to policyholders in- 
creased to $3,473,323. During the year, 
Protective Life paid $6,257,343 to pol- 
icyholders and beneficiaries. 


Moves Home Office 


Great American Life of Hutchinson, 
Kan., has moved its home office to a 
new ground floor location on First 
street. The new offices are being re- 
modeled and redecorated with comple- 
tion scheduled to coincide with the 
company’s agency roundup June 1. 


Ohio State Life will hold its 1953 
agency covention at Asheville, N. C., 
June 28-July 2. 














Danielson Becomes Illinois 
Director for State Farm 


R. D. Danielson has succeeded N. 
Eric Bell as Illinois state director for 
the State Farm companies. Mr. Daniel- 
son has been assistant state director for 
10 years. Mr. Bell, who held the post 
since 1937, announced his retirement 
Jan. 1. Mr. Danielson entered the em- 
ploy of the organization in 1933 in Chi- 
cago. He worked as an agent and later 
as Cook county manager. 

Stanford S. Schneider has been ap- 
pointed assistant state director. In 1949 
Mr. Schneider became associated with 
the companies as a district manager 
and was appointed agency supervisor 
in 1951. 





The Eby agency for Kansas City 
Life at Wichita, conducted a sales con- 
ference recently. 





POLICIES 





Postal Life Introduces 
Term with Lower Premiums 


Postal Life of New York has intro- 
duced a new special term policy with 
premiums averaging 7% lower than the 
term to 65 policy it replaces. The mini- 
mum face amount is $5,000. The plan is 
a term to 65 up to issue age of 50; a 
15 year term plan is available for issue 
ages 51 to 60. 

The maximum expiry age has been 
increased from 65, for issue ages up to 
50, to 75 for issue age 60. Substandard 
is considered up to class C instead of 
class B as was formerly true for this 
type of coverage. Current term riders 
or family income riders may be added in 
amounts giving triple protection — or 
with 144% monthly income. The new 
premiums are reduced 8.3% for age 30 
on the new special term to 65 plan. 

Postal Life now has a mortgage re- 
demption plan written on a 25 and 30- 
year basis as well as for shorter periods. 
The 30-year plan is issued at ages 20 to 
40 and the others are issued for ages 
providing coverage up to age 70. The 
top issuance age is age 60. Mortgage 
plans for odd years will be issued from 
ages 20 to 60 for periods between 10 
to 30 years with the termination age not 
over 70. 


Banks Increase Dividends 


A revised scale of life insurance divi- 
dends has been adopted for New York 
savings banks. The new scale, will pro- 
duce aggregate dividends about 18% 
higher. 








Lafayette Life is issuing double in- 
demnity at age 10. Rates for ages under 
15 are the same as those for age 15, 
former minimum age. 


Kentucky Home Mutual has intro- 
duced a payor provision for juvenile 
endowment maturing at ages 18, 19, 20, 
and 21. 











L.LA.M.A. Reference Section 
Advances Mortimer 


William J. Mortimer has been ap- 
pointed head of the reference depart- 
ment of L.I.A.M.A. succeeding Mary 
P. McLean who recently joined the 
staff of the Newark public library. A 
graduate of the Columbia library school, 
Mr. ‘Mortimer also graduated from 
Amherst, and received his M.A. at 
Cornell. On the L.I.A.M.A. staff as as- 
sitant head of the library since last 
September, he has been engaged in cata- 
loging the reference materials in a 
reorganization program. 


The Miller Agency of Life of Vir- 
ginia, Chicago, led all agencies of the 
company for the first quarter of 1952, 
and also for March. 
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AMONG COMPANY MEN 





Kennon Goes with 
Central Standard 


Ralph Kennon has been elected vice- 
president of Central Standard Life of 
Chicago. Mr. Ken- 
non will supervise 
the accounting and 
general home office 
operational activi- 
ties. He has been 
comptrol- 
ler of Northwest- 
ern National. 

Mr. Kennon is a 
Phi Beta Kappa 
graduate of the 
University of Iowa, 
where he received 
the B.A. and M.S. 
degrees. He joined 
the insurance de- 
partment of Iowa and was for a number 
of years actuary. He then became ac- 
tuary of Great Western of Des Moines, 
and subsequently secretary of Investors 
Syndicate at Minneapolis. : 

Mr. Kennon is a fellow of the Society 
of Actuaries and is currently president 
of Insurance Accounting & Statisti- 
cal Assn. He was chairman of the life 
insurance section at the last annual con- 
ference of the Controllers Institute of 
America. 


McMillan Returns to Teacher 


Robert A. McMillan has been named 
assistant secretary of Teachers Insur- 
ance & Annuity Assn. upon his return 
from a second tour of army service. A 
graduate of University of Missouri, he 
had been with International Business 
Machines before joining Teachers in 
1947. 


Glenn Appointed Auditor 


Robert G. Glenn has been named 
auditor for Indianapolis Life. For the 
past four years, Mr. Glenn has been 
with the management consultant firm of 
O’Toole Associates, New York City, 
and for several years was at the home 
office of New York Life. He is an army 
veteran of the second war and is a 
graduate of New York University. 


Natl. Guardian Ups Three 


National Guardian Life appointed Man- 
ley T. Heisel agency supervisor, Eldon 
Krogh chief actuary and Lyman Fraizer 
investment counselor. 

Mr. Heisel had 13 years of experience 


Ralph Kennon 














in life insurance agency work at Janes- 
ville and La Crosse, Wis. Mr. Krogh, 
who entered actuarial work at New 
York after completing graduate study at 
University of Iowa in 1940, became an 
associate of Society of Actuaries in 
1947 and a fellow two years later. Mr. 
Frazier, who received his law degree 
from University of Wisconsin in 1947, 
is a specialist in income tax, accounting 
and legal work. He will devote consid- 
erable time to analyzing stocks and 
bonds for National Guardian. 





Pacific Mutual Names Tatt, 
Bray to Top Group Jobs 


Pacific Mutual Life has promoted 
Stephen S. Taft, Jr., assistant secretary 
of the group department, to secretary, 
and Rutledge Bray, superintendent of 
the group department, to assistant sec- 
retary. 

Mr. Taft joined the group department 
as superintendent in 1949, and later 
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SSD. Tica 


S.S. Taft, Jr. 


Rutledge Bray 


that year became assistant secretary. 
He entered the business with Aetna 
Life in 1935, and in 1942, went with 
John Hancock as home office field as- 
sistant. Mr. Bray has been with the 
company since 1949. He was formerly 
group representative for Massachusetts 
‘Mutual Life at San Francisco. He en- 
tered the business with Prudential. 


Old American Advances Hibbard 


J. Alvin Hibbard, one of the found- 
ers of Old American Life of Seattle, 
has been elected executive vice-presi- 
dent of the company. When the com- 
pany started in 1945 he was a general 
agent and later served as treasurer. In 
1948 he was elected agency vice-presi- 
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“I keep telling my men: ‘The business is there 
if you just go out after it!” 


SOMETHING'S MISSING 
IN THIS CARTOON 


You can see a soaring production chart in the cartoon and 
read a “how I do it” in the caption, but these things don’t 
begin to tell the whole story. 


For example, there’s nothing about the thorough organizing 
job the Agency Manager has to do to improve his own effi- 
ciency; there’s nothing either about the careful selecting our 
Agency Manager does in building his sales force; nothing about 
the long hours of training that make his salesmen qualified 
Bankerslifemen; not a word indicates that many of his Bank- 
erslifemen are career life underwriters who have completed 
three Home Office schools and other professional training, 


No sir, the story is not complete until you discover the things 
that make the sales chart skyrocket. 


When you do investigate, you learn more about the training 
and leadership that make the typical Bankerslifeman the kind 


of life underwriter you like to know as a friend, fellow worker 
or competitor. 


COMPANY 
1OWA 


BANKERS 
DES MOINES, 

















a BIG step in the 
right direction .. . 


$114,704,820 


Life Insurance in Force December 31, 1951 


is the foundation upon 
which we are now building 


build your future with 
this progressive company 


MISSOURI INSURANCE COMPANY 


Home Office St. Louis, Missouri 

All forms of Ordinary Life, Weekly Pre- 

mium Life, Hespitalization, Health and 
Accident, and Credit Life Insurance. 


Established 1907 























New business for the first quarter for 
Grent-West Life reached $81,500,000, 
highest three-month total in company 
history. March production amounted to 
$26,900,000. 

New business for New England Mutual 
Life for the first quarter totaled $102,- 
465,000, a 15% gain over the same period 
last year, and a company record. 

A 19% increase in first quarter ordi- 
nary life sales for 1952 as compared with 
1951 has been achieved by the field force 
of Pacific Mutual. March writings alone 
are 37% ahead of the same month last 
year. 

New paid for business for Jeffer- 
son Standard Life amounted to $34,771,- 
834 for the first three months of the year, 
the largest production of any first quar- 
ter period in company history. Insurance 
in force rose to $1,059,515,424, a net gain 
of $20,609,238 since Dec. 31, setting an- 
other company record for a_ similar 
period. 

State Mutual Life had a record Febru- 
ary production of $11,160,410, the largest 
February in the history of the company. 
The amount exceeded a year ago by 16%. 
Paid ordinary for the first two months 
shows a gain of 13.7%. 


Chance Richmond Manager 


J. E. Chance has been appointed man- 
ager of Jefferson Standard Life at Rich- 
mond. He has been with Jefferson 
Standard more than 30 years, most re- 
cently as manager at Lynchburg, Va. 

Territory served by the Richmond 
branch office comprises 46 counties in 
central Virginia. 








NOW .... with one contract, sell 
complete coverage, at an extremely 
low rate for the combination of 
benefits granted. 


No other Life Insurance con- 


particulars on this unique 
new policy, write — 








ENDOWMENT 
AT AGE 65 


PROTECTION 













INIOAN 
CANCELLABLE 
HEALTH BENEFIT 


more com- 
For full 


tract provides 
plete coverage. 


HOSPITALIZATION 





WILLIAM D. HALLER 


Vice President and 
Agency Manager 


NURSE COVERAGE 





United Life and Accident Insurance Co. 


CONCORD, NEW HAMPSHIRE 
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Kansas City Names Wing 
General Agent at Raleigh 


Kansas City Life has named Merle 
W. Wing general agent for eastern 
North Carolina at 
Raleigh. He was 
formerly with At- 
lantic Life. 

Mr. Wing is a 
graduate of the 
University of Min- 
nesota, and a for- 
mer instructor in 
mathematics and 
zoology at North 
Carolina state col- 
lege and Tulane 
university. He is 
an authority on 
myrmecology, the 
scientific study of 
ants. 





Merle W. Wing 


May, White Advanced 


Prudential has appointed Donald H. 
May district manager at San Francisco, 
and Carlton R. White staff manager at 
Colorado Springs. 

Mr. May joined the company at Oak- 


EVERYONE'S 


TALKING! 


OUR GENERAL AGE NTS— 
ABOUT CROWN LIFE’S 
—Lower rates 
—New Policy Plans 
—Greater Opportunities 


land, Cal., in 1941, and became staff 
manager there in 1948. In 1951 he 
transferred to the home office as train- 


ing consultant. Mr. White has been 
with the company since 1939. 
[he company has also appointed 


Joseph S. Kniaz assistant manager of 
the Jason agency, Los Angeles. 





Occidental of California 
Names Cartwright Manager 


Occidental of California has opened a 
second branch office at 1011 Financial 
Center building, Oakland, and appointed 
John B. Cartwright manager. 

Mr. Cartwright joined the company 
at Seattle in 1947, and became assistant 
manager there in 1949. The Wraith 
agency will also move into the Finan- 
cial Center building, using suite 1511 as 
temporary quarters. 





Berkshire Names Bernard 

Berkshire Life has appointed Clair A. 
Bernard general agent at St. Louis. Mr. 
Bernard is a graduate of University of 
Minnesota and has been in the business 
several years. 





BROKERS AND SURPLUS WRITERS— ABOUT CROWN LIFE’S 
—Ability to provide the extra services they need. 


POLICY 


—Low cost protection 
—Understandable policies 


OWNERS—ABOUT CROWN LIFE’S 


—Our outstanding record of achievement 


For comparisons at a glance — ask for Crown Life’s dial-a-rate card — 
rates at all ages for most plans with a flick of the finger. 


We are talking about further expansion. 


CROWN LIFE 


INSURANCE 


COMPANY 


HOME OFFICE, TORONTO, CANADA 


Over Eight Hundred Million in force in our 51st year 


Licensed in: Alaska, Arizona, California, District of Colum- 
bia, Hawaii, Idaho, Indiana, Louisiana, Michigan, Minnesota, 


Mississippi, 


Missouri, New Jersey, New Mexico, North 


Dakota, Ohio, Puerto Rico, Texas, Virgin Islands, Wash- 


ington. 
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Union Mutual Names Schultz 
Head of Western Agencies 


Union Mutual Life has promoted 
Leslie P. Schultz, assistant director of 
agencies, to director of agencies for 
the western division at Los Angeles. 

Mr. Schultz joined the company as 
midwest manager in 1949. He entered 
the business with Northwestern Mutual 
Life at Madison, Wis., and later joined 
the agency department of Farmers 
Mutual Life there. 





Opens Two New Branches 


Branch offices at Denver and St. Jo- 
seph, Mo., have been established by 
American Reserve Life. Appointed to 
manage the Denver branch was War- 
ren Stansberry. Thomas Fiquet will be 
in charge at St. Joseph. Both are ex- 
perienced life men and both have been 
trained in the company’s manager 
school. 





Republic Appoints Campbell 


Republic National Life has appointed 
Harold R. Campbell manager at Tyler, 
Tex. Mr. Campbell was formerly spe- 
cial representative at Tulsa. He has been 
in the business since 1945, 


Ikeda Heads Islands Office 


North American Life of Chicago has 
‘named Gregory Ikeda manager at 
| Honolulu. Mr. Ikeda has been the lead- 
| ing producer of the Hawaii agency and 

was third high man for the entire com- 
pany in 1951. Charles G. Ashbrook, 
| executive vice-president and director of 
agencies, recently visited the islands 
and presented to the Hawaiian agency 
the agency achievement trophy for lead- 
| ing in premiums for 1951. 








‘Name Satterwhite Manager 


W. L. Satterwhite has been appointed 
| manager at Johnson City, Tenn., for 
| Life & Casualty. He has been with the 
company since 1946 and has been super- 
intendent at Richmond. He is*a veteran 
| of the second war. 





‘Get Security Benefit in Tex. 


T. A. Manning & Sons, multiple line 
general agents, Dallas, have been ap- 
pointed general agents for Texas by 
| Security Benefit Life of Topeka, writing 
all forms of individual and group life 
and hospitalization insurance, including 
a major expense or catastrophe policy. 





| Colonial Life has opened a new gen- 
(eral agency under Edward J. Hilbert at 
| Union, N. J. Mr. Hilbert has been in 
| the business since 1940. 





| St. Louis Managers Schedule 
‘Top Speakers for May Meet 

Top men will address the agency 
|management conference, co - sponsored 
| by the St. Louis managers and Wash- 
|ington University. Speakers and _ their 
| topics on the program are Denis B. 
| Maduro, New York City attorney, 
'“Trends in Estate Planning for Your 
'Large Producers”; Charles W. Camp- 
bell, Prudential, Newark, chairman of 
| the N.A.L.U. General Agents and Man- 
jagers Conference, “Trends in Plan- 
jning”; Dr. L. H. Scoins, vice-president 
}and medical director of Lincoln Na- 
| tional, “Trends in Underwriting”; J. H. 
| Braunig, Massachusetts Mutual general 
}agent at Boston, “Trends in Training”; 


| Horace R. Smith, superintendent of 
jagencies, Connecticut Mutual, “Trends 
lin Agency Stimulation,” and A. R. 


| Jaqua, director of the S.M.U. course, 
i“Overall Trends in Agency Manage- 
ment.” 

The meeting is scheduled to begin 
ithe afternoon of May 1 and will adjourn 
{the following afternoon. Chairman of 
ithe St. Louis committee is Stratford L. 


| Morton, Connecticut Mutual. 


Convention Dates 


April 17-18, Life Insurance Advertisers 
Assn., North Central Round Table, Park 
Plaza hotel, St. Louis. 


April 21-23, Home Office Life Under. 
writers Assn., New York City. 





April 23-25, Life Insurers Conference. 
Edgewater Gulf hotel, Edgewater Park, 
Miss. 

April 24-25, Society of Actuaries, May- 
flower hotel, Washington, D. C. 

April 24-25, N.A.I.C. Zone 3, Long Beach 
Resort, Panama City, Fla. 

April 27-29, Southern Round Table of 
Life Insurance Advertisers Assn., Jung 
hotel, New Orleans. 

May 5-7, L.I.A.M.A. large companies 
conference, Westchester Country Club, 
Rye, N. Y. 

May 9-10, Kansas Assn. of Life Under. 
writers annual meeting and sales con- 


gress, Wichita. 
May 13-14, Assn. of Life Insurance 
Counsel, spring meeting, 


Greenbrier, 
White Sulphur Springs, W. Va. 

May 16-17, Ohio Life Underwriters 
Assn. annual convention, Deshler-Wal- 
lick hotel, Columbus. 

May 16-17, Illinois State Assn. of Life 
Underwriters annual meeting, Hotel 
Faust, Rockford. 

May 19-20, Insurance conference Amer- 
ican Management Assn., Hotel Statler, 
New York City. 

May 26-28, L.I.A.M.A. combination com- 
panies conference, General Oglethorpe 
hotel, Savannah, 8 

May 26-28. H. & A. Underwriters Con- 
ference annual, Cosmopolitan hotel, Den- 
ver. 

May 26-27, Life Office Management 
Assn. conference, Broadmoor hotel, Colo- 
rado Springs, Col. 

May 30-June 1, Consumer Credit In- 
surance Assn., annual, Hot Springs, Va. 

May 28-29, Life Insurance Assn. spring 
meeting, Homestead, Hot Springs, Va. 


WANT ADS 


Rates $13 per inch per insertion— | Inch mini- 
mum. Limit—40 words per inch. Deadline Tues- 
day morning ia Chicago office — 175 W. Jack- 
son Bivd. Individuals placing ads are requested 
to make payment in ad 
THE NATIONAL UNDERWRITER 
Life Insurance Edition 














ACTUARY 


To take over complete supervision of 
Actuarial Department in a central states 
mutual company with about 90 million in 
force. 

You may write in confidence, giving age, 
experience, educational background, pres- 
ent salary and other pertinent information. 
Address L-!, The National Underwriter 
175 W. Jackson Blvd., Chicago 4, Illinois 








LIFE UNDERWRITER 


Dreaming about sunny California? Why wait 
until retirement? Living is pleasant, business is 
very good and the future bright in the land of 
blue skies and sunshine. Our agency has room 
for several experienced high caliber men. Policy 
holders' leads, adequate financing and every 
co-operation. Replies in strictest confidence, 
of course. Your own company first, then write 
to G. Oppenheim, C.L.U., General Agent, Lin- 
coln. National Life Insurance Company, ZI! 
South Beverly Dr., Beverly Hills, California. 








WANTED 


by a small Ohio Life company, young man, 
underwriter experienced in Home Office Life 
Department and familiar with Home Office 
accounting system. Give full details, stating 
salary wanted and address. Address K-92, The 
National Underwriter, 175 W. Jackson Bivd., 
Chicago 4, Illinois. 








CLAIM MANAGER & UNDERWRITER 


Wanted by fast growing midwestern accident 
and health company. Must be capable of han- 
dling entire claim department and have under- 
writing experience. In applying state previous 
experience and salary expected. All applications 
confidential. Address L-9, The National Under- 
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___NEWS OF LIFE 


ASSOCIATIONS 





Cleeton on Program of 
Indiana State Meeting 


Life Underwriters 
will hold its annual meeting May 6 
at the Marrott hotel, Indianapolis. 
Speaker at the luncheon will be Charles 
E. Cleeton, president of the National 
association. Mr. Cleeton is scheduled 
to speak the evening before the state 
meeting to the Indianapolis General 
Agents & Managers Assn. preparatory 
to the organization of a general agents 
and managers conference in Indiana. 


Indiana Assn. of 





Pittsburgh Sales Congress 
Planned for April 17 


Pittsburgh Assn. of Life Underwriters 
has scheduled its annual sales congress 
for April 17 at the Hotel Schenley. On 
the program are Arwood Henderson, 
assistant superintendent of agencies of 
Aetna Life, speaking on “The Over- 
Emphasis on Life Insurance’; James 
C. McFarland, general agent for Ohio 
State Life at Cincinnati, on “Simple 
Programming”; Walter W. Smith, Met- 
ropolitan agent at Rutherfordton, N. C., 
on “The Three Essentials of Success,” 
and Joseph B. Long, manager of agen- 
cies of Provident Mutual, on “The Obli- 
gation of the Agent to Our Way of 
Life.” 


Roudebush Heads Iowa 
Quarter-Million Club 


Warren Roudebush, Northwestern 
Mutual, Waterloo, was elected chairman 





of the Iowa Quarter-Million Dollar 
Club at its annual meeting at Des 
Moines. 


Thomas Carnahan, Minnesota Mutual, 
Des Moines, was named first vice- 
chairman; C. S. Galiher, Northwestern 








Check these points — 


Centrally located just 45 minutes 
¥ from the heart of Chicago in 
suburban Highland Park. 
Stately Georgian buildings sur- 
P| rounded by 21 beautiful wooded 
acres overlooking Lake Michigan. 
No commercial distractions, no 
city turmoil. Keep your men fo- 
fy gether in a quiet “country home" 
work-inspiring atmosphere. 
Private beach and every recrea- 
¥ tional facility on the grounds or 
close by. 
No extra charge for use of ball- 
f room and conference rooms of 
varying sizes. 


Convention or sales groups given first prefer- 











ence year ‘round. Write for full information. 


Moraine on-the-Lake 


HOTEL 


HIGHLAND PARK, ILLINOIS 





Mutual, Iowa City, second vice-chair- 
man, and Harold Taylor, Mutual Life, 
Atlantic, secretary. Larry Fangman, 
Union Mutual, Council Bluffs, was 
named qualifications chairman and 
treasurer. : 

About 100 members of the club 
attended the annual meeting and sales 
congress. Speakers included Paul W. 
Knowles of Davenport on “Business 
Insurance”; Amos Pearsall, Jr., Des 
Moines, “Some Problems Regarding 
Life Insurance and Stock Retirement 
Agreements”; C. V. McBroom, Mere- 
dith Publishing Co., Des Moines, “Hu- 
man Relations in the Field of Selling,” 
and Richard C. Strauss, Des Moines, on 
“Estate Planning.” 


Wis. Leaders Round Table 
at Milwaukee April 17 


The annual meeting of Wisconsin 
Life Insurance ‘Leaders Round Table 
will be held at Milwaukee April 17. 
Lester A. Wilbert, Northwestern Mu- 
tual, is chairman. 

Speaker at the morning session will 
be Dr. Gamber F. Tegtmeyer, medical 
director of Northwestern Mutual, on 
“Why?” The business meeting will fol- 
low. An amendment will be acted upon 
to place membership on a_ calendar 
basis to coincide with that of local asso- 
ciations. The nominating committee, 
headed by Clyde S. Coffel, Phoenix Mu- 
tual, has proposed the following slate: 
L. E. Balza, New York Life, Green Bay, 
chairman; Roman N. Wagner, Bankers 
Life of Iowa, Sheyboygan, vice-chair- 
man; H. Wingfield Richter, Mutual 
Benefit, Milwaukee, and Mr. Wilbert 
members of the executive committee. 

Following the luncheon, William F. 
Rasche, director of the Milwaukee vo- 
cational and adult schools, will discuss 
“Life Insurance from the Buyer’s View- 
point.” 


North Carolina Schedules 
Area Sales Congresses 


The North Carolina Assn. of Life 
Underwriters is sponsoring four sales 
congresses which will be held April 22- 
25 in various sections of the state. The 
congresses are set for Charlotte April 
22, Hickory April 23, Greensboro April 
24 and Raleigh April 25. 

Speakers will include Commissioner 
Cheek, Len Leonard, president of the 
state association; M. W. Anderson, trus- 
tee of the national association; Les- 
ter O. Schriver, past president of the 
national association; A. R. Jaqua, di- 
rector of the S.M.U. marketing insti- 
tute, and Micou F. Browne, agency 
vice-president Occidental Life of N.C. 

Chattanooga — Paul M. Ray, general 
agent Provident L. & A., discussed the 
values he has retained after 50 years in 
the business. 

Salina, Kan.—Harry Lucas, Metropoli- 
tan Life and Salina Man of the Year 
for 1951, spoke on “How Big Are You?” 

Durham—Charles E. Cleeton, president 
of N.A.L.U., addressed representatives 
from 20 associations from central and 
eastern North Carolina. 

















Get Out the Vote Campaign 


Occidental of California recently con- 
ducted a “get out the vote” campaign in 
which more than 200 home office em- 
ployes were registered to vote in the 
fall elections. Registration took place 
during office hours. 


Great-West Life has appointed How- 
ard G. Zinck district manager at Bis- 
marck, N. D., under the company’s 
Fargo branch. He has been with this 
branch since 1950. 

The D. K. MacDonald & Co. general 
insurance agency of Seattle has become 
general agent for Continental Assur- 


ance. 








Complete- 


personal insurance service! 











lV] Group 
VV} Salary Savings 
lV) Franchise 
VV Wholesale 
lv) Medical and Surgical V] Br okerage 


Reimbursement} 


IV] Health 
lV] Accident 
Vj Hospitalization 
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Registered Life Protection 


Republic National 


Life Insurance Company 


Theo. P. Beasley, President Home Office: Dallas 


Life insurance in force exceeds $360,000,000.00 
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“What Is A 
Policyholders’ Company?” 





A Policyholders’ Company is one that worries a lot about 
how to serve the policyholder better. That’s the kind of 
company we are. Our President, F. L. Conklin, believes the 
people who buy life insurance from us are so important that 
he talks to them four times a year. He does it via a policy- 
holders letter entitled, “Over My Desk.” Here is one of the 
things he has said to them: 


“Those who say ‘business is business’ are wrong in the mean- 
ing they inject in this phrase. In my experience many of my 
finest friendships have come into being through business. It 
may be a small gesture to wish for you genuine happiness 
and greater prosperity for the year ahead. On the other 
hand, if it conveys to you even to a degree the satisfaction 
and appreciation of my associates and myself for the oppor- 
tunity offered to diligently serve your insurance interests, I 
shall feel that it has accomplished everything we can expect 
and hope for.” 


The PROVIDENT 


Life Insurance Company 
BISMARCK, NORTH DAKOTA 


Life e Accident e Health e Hospitalization 
JOSEPH DICKMAN, Vice Presideat 


*"The Provident States” 
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New Business’ In Force 
State Mut., Mass.... 4,304,361 46, 504, 411 
(G) 4,172,782 
INE oo ie vcscas 1,527,738 A § 
Sun Life, Canada... 14,579,921 132,0: 26, 385 > 
(G) 31,472,341 89,841, 750 
Supreme Liberty.... 1,118,905 
(I) 2,941,700 
WrAVOlOTS 2000.00 7,467,844 
(G) 71,349,202 
Union Central ...... 2,822,793 
(G) 84,593 
Union Labor ....... 83,015 
(G) 6,192,768 
Union Mut. ........ 262,696 
(G) 9,500 
muted Ben. .....0..5 7,084,807 39 ,171, 701 
(G) 11,211,500 12,693,000 
United Home ...... 3,351,319 3,837,719 
United .....ceccceee 1,251,994 2,638,402 
(1) 8,703,917 21, 132, 432 
United L. & A...... 533,251 5,7 
Victory Mut. ....... 262,501 
Washington Nat. ... 4,423,225 
(G) 1,053,655 
1) »,788,361 
Western & Southern = 15,181,291 23, x 
(G) 369,250 1,864,800 
(1) 11,767,22° a, ; 
Wisconsin Nat. 4,830, 590 25,612,7 
Woodmen Central 755,256 3,205 
WHOTID oc cece cccnce 2,637,066 ,873,57 
(G) 14,000 75,000 
ASSESSMENT COMPANIES 
Community Life .... 3,769,734 7,590,403 
Detroit Mut. ...... 15,933,016 19,135,482 
Diamond Mut....... 134,190 702,760 
Friendship Mut. P. 508,142 1,024,908 
Metropolitan Funeral 2,194,150 17,009,350 
Twentieth Cen. Mut. 778,539 623,646 
Universal Mut, 588,699 1,842,860 
Wright Mut. ....... 3,949,785 5,491,169 
*Total Ord., ’50.... 757,405,527 6,408,130,784 
Total Ord., °51.... 856,315,910 6,502,623,890 
Total Group, ’50..1,182,121,993 3,754,970,350 
Total Group, '51.. 781,682,261 4,055,413,948 
Total Indus., ’50. 169,246,343 1,231,380,822 
Total Indus., ’51. 160,414,383 1,288,948,971 
*Tot. All Lines ’50.2,108,773,863 11,034,481,956 


Tot. All Lines ’51.1,798,412,554 11,846,986,809 
*Did not include asessment companies. 


FRATERNALS 

Aid Ass’n, Luthns... 6,467,545 51,253,037 
Alli, Poles of Am.. 136,280 1,181,207 
Amaranth ......... 7,000 547,088 
Am. Life Ass’n..... 63,500 1,332,015 
Baptist Life Ass’n.. 158,000 819,126 
Ben Hur Life Ass’n 50,075 2,004,146 
Ben. Life Soc....... 1,014,208 1,026,380 
Croatian Un. ...... 206,200 4,305,446 
Czech. Soc. ........ 146,750 1,844,966 
Danish Brthrhd. 10,750 590,000 
Degree of Honor.... 288,605 3,134,092 
Equitable Res. Ass’n 160,223 2,891,914 
Fidelity Life Ass'n.. 208,114 3,036,120 
F’st Cath. Slov. L’d’s 121,000 1,413,136 
F’st Cath. Slov. Un. 158,150 2,661,555 
Foresters, Cath. .... 540,602 5,676,797 
Foresters, Indpndnt. 33,191 2,820,595 
Forsts., Wmn’s. Cath. 239,927 2,124,897 
Gleaner Life ...... 1,254,462 23,627,859 
Grand Carniol. Slov. 9,450 624,300 
Grir. Ben. Un....... 398,535 2,147,499 
Greek Cath. Un..... 50,180 847,302 
Hungarian Ref. Fed. 172,000 1,997,250 
Int. Workers ...... 173,100 4,146,118 
Farband-Labor Zion. 64,750 544,229 
PGE Oe 6.0.0 sacie soe 1,871,835 18,634,840 
Lds’. Cath. B. Ass’n 268,234 5,219,417 
Lorty. L. & A. Ass’n 232,324 2,257,167 
Lutheran Brthrhd. 3,048,469 10,866,007 
Maccabees .......-- 5,515,876 51,491,582 
Modern Woodmen .. 3,186,237 19,493,544 
Nat. Slovak Soc..... 71,729 1,077,795 
Polish Nat. Alli..... 2,028,161 21,109,570 
Polish Rom. Cath. Un. 636,950 6,911,678 
Polish Women’s Alli. 455,600 4,149,779 
Prot. Home Circle.. 624,533 4,749,004 
Rakoczi Aid Assn... 304,200 858,100 
Royal Clan ........ 9,250 643,916 
Royal Neighbors ... 1,017,958 12,584,469 
Serb Nat. Fed...... 63,300 867,491 
Slovak Cath. Sokol.. 89,250 1,096,250 
Slovak Evan. Un.... 13,600 558,526 
Slovene Nat. Ben... 125,250 2,071,341 
Superior Life Soc.... 3,547,538 6,171,261 
Ukrainian Nat. Assn. 415,107 2,287,546 
Ukran. Wrkng. Ass’n 126,500 791,169 
U. & L. Roum. Soc. 44,857 $25,761 
Verhovay Ass'n 528,449 4,514,072 
Wstrn. Bohem. Ass’n 316,312 2,914,449 
Sp. For., Wdmn. Cir. 170,450 1,515,285 
Woodmen of World. $13,432 4,358,716 
Woman’s Ben. Assn. 777,645 8,066,338 

Total Frtrnl. °50. (not reported) 

Total Frtrnl, ’51.. 38,435,643 318,722,142 


Grnd. tot., all lines 
all compns. '’51.1,836,848,197 12,165,708,951 


Finkbiner Agency Honors 
1951 Production Leaders 


At the annual dinner of the Fink- 
biner agency of Northwestern Mutual 
at Philadelphia, it was pointed out that 
out of 28 full-time agents, eight are 
members of the Million Dollar Round 

Table. Rewards were made to leaders 
for production accomplishment which 
boosted the agency to sixth in the com- 
pany. 

George B. McCaffrey, assistant direc- 
tor of agencies, was present from the 
home office. Harry L. Martin and Al- 
bert R. Hahn received company recog- 
nition for 30 years as agents and Miss 
Sara H. Kailler of the office staff cele- 
brated her 30th anniversary with the 
agency. 
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President's Health Group 
to Hold 25 Study Meets 
WASHINGTON — Health insurance 


on a national level and means of pay- 
ing for medical care will be given in- 
tensive treatment during the next three 
months in a series of approximately 25 
all-day panels to be held by the presi- 
dent’s commission on the health needs 
ot the nation. 

It is expected that this method of 
study will kill a proposal made by some 
of the top commission officials to estab- 
lish a special committee of industry 
leaders who would analyze present and 
proposed methods of financing medical 
care. The indusiry committee panel was 
discarded because it was felt that spe- 
cial study should not be made in any 
of the specific fields under the com- 
mission’s jurisdiction because of the 
limitation of time. 

The commission was set up to study 
all phases of problems related to the 
nation’s health, a part of which is “ade- 
quacy of private and public programs 
designed to provide methods of financing 
medical care.” 

According to commission officials, in- 
surance industry represetatives will be 
invited to participate in the panel on 
prepayment plans for health care and 
possibly on others involving the financ- 
ing of medical care. 


Sunset to Write A. & H. 


Sunset Life of Olympia, Wash., is 
planning to commence writing A. &H. 
coverages in California, policies now 


being before the insurance department 
for approval. It now writes only life 
business in that state. Neil Woody, 
president, and Curtis B. Bates recently 
conferred with Maloney on their plans. 


Prepare Conference Agenda 


Plans are nearly complete for the 
annual meeting of Health & Accident 
Underwriters Conference to be held at 
Denver May 26-29. G. A. L’Estrange, 
United American Life, is chairman of 
the convention committee. Four d&ys 
of discussions centered around regula- 
tory problems, agency management 
trends, claim and underwriting develop- 
ments, and social and political develop- 
ments affecting accident and health in- 
surance have been scheduled. 

A golf tournament will be held the 
first day at Cherry Hills Country Club. 
The, third evening there will be the 
peeneenys reception and banquet. On 


May 25, there will be a recep- 
given by Colo- 
Special activities 
ladies at- 


Sunday, 
tion for early arrivals 
rado Life Convention. 
are being planned for the 
tending the meeting. 


Selling Is Ernst Topic 

Carl A. Ernst, North American Life 
& Casualty, St. Paul, president of the 
International association, will speak on 
“Colorful Selling,” at a meeting of the 
Chicago A. & H. Assn., April 15. 

Also at the meeting, to be conducted 
by the association’s women’s division, 
Edward H. O’Connor, managing direc- 
tor of Insurance Economics Society, 
will make his report as chairman of 
the nominating committee. Catherine 
Meade, Loyalty group, will report on 
the nomination of officers for ‘the 
women’s division. 


Nine New Bureau Members 


Nine companies have i iy iad be- 
come members of Bureau of A. & H. 
Underwriters. They are inane Life, 
Union Mutual Life, Employers Fire, 
London Life of Canada, Pilot Life of 
N. C., Standard of Oregon, Peerless 
Casualty, American Guarantee, and All- 
American of Washington. Membership 
in the bureau is now 77 companies. 


Postpone N. H. TDB Hearing 


CONCORD, N. H.—A proposed bill 
calling for a state-sponsored non-occu- 
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pational sickness and accident insurance 


program will be given a hearing before 
the state legislative council in May or 
June. The hearing was originally sched- 
uled for sin aint 9. 


pen Willard "Smith, chairman of 
New England Mutual, visited Richmond 
to help observe the 25th anniversary 
of the Benjamin W. Davis agency there. 






How Taxes Affect 
Life Insurance Earning Rates 





Net Rate of interest 
Earned on Invested Funds 
Before and After Federal Income Taxes 
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nationwide organization with t 
years old. 


And small wonder! 
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Omaha, 





B.O.W. Trains Youth 
To Be Better Americans 


With 40 Boys of Woodcraft Sportsmen’s Clubs organized, this 
newly-established Woodmen unit will continue to grow into a 


Boys like its recreation program and the 
training they receive in conservation of natural resources, wild- 
life, safe use of firearms, fishing, accident prevention and first aid. 
They eagerly look forward to the all-expenses-paid B.O.W. Sum- 
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MORE TO OFFER! 


for yourself, the many extra benefits 


offered in all forms of The Maccabees insur- 
ance programs. All types of life protection, 
including juvenile, are available as well as 
liberal hospital-medical and surgical plans. 


these programs and their many 


plus features with any other on the market. 
You will find great financial and personal 


in representing one of America’s 
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Robert E. Pope has been named asso- 


ciate general agent of the Schoen- 
Levey agency of Manhattan Life at 
Beverly Hills, Cal. He was formerly 


with the Yates agency of Massachusetts 


Mutual at Angeles. 
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CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 , 
Telephone FRanklin 2-2633 





























Harry S. Tressel & Associates || 
Certified Public Accountants 
10 S, La Salle St’ Chiczo 3, Iltincle 
° S o 
Telephone FRanklin 2-4620 
H 8S. Tressel, M.A.1.A. 


M. Welfman, F.S.A. Wm. H. Gillette, C.P.A. 
N. A. Mescovitch, A.S.A. WwW. P. Kelly 
urray 
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SALES IDEAS OF THE WEEK 





WOODSON AT NEW HAVEN 





Best Service Is 


Selling 


Prospect Enough Insurance 


NEW HAVEN — You can sell a lot 
of things by “soft” salesmanship, but 
not life insurance, B. N. Woodson, man- 
aging director of National Assn. of 
Life Underwriters, declared at the New 
Haven sales congress. 

Mr. Woodson not only gave his audi- 
ence of more than 500 a number of val- 
uable sales tips but sent them away 
with the conviction that it was not only 
their right but their duty to sell the 
prospect hard enough to get him to buy 
the insurance he needs. 

Service to the prospect, such as 
changing beneficiaries, is all very well, 
but the biggest service that the agent 
can perform is selling the man enough 
life insurance to take care of his family, 
Mr. Woodson emphasized. These tac- 
tics may make the prospect uncomfort- 
able but the agent should realize that 
without this type of pressure the pros- 
pect-is simply not going to buy the in- 
surance he ought to have. 


Quotes Ralph Engelsman 


Mr. Woodson quoted a_ statement 
made by Ralph G. Engelsman, some 20 
years ago. If a prospect seemed to dis- 
like the power of the Engelsman sales 
presentation, Mr. Engelsman would 
point out-that he wasn’t so tiiuch con- 
cerned with what Mr. Prospect thought 
of him right then as he was with how 
he would feel 10 years later. 

The benefits of life insurance, said 
Mr. Woodson, are at the top of every 
man’s list of desires but “life insurance 
as we sell it is at the bottom of his 
shopping list.” 

One reason whty this is so is that life 
insurance is a present expenditure for a 
long-deferred benefit. Everything else 
a man buys has some immediate utility 
or aesthetic value and often payment is 
deferred or stretched out over a consid- 
erable period. 

Hazard Seems Remote 

Another reason why soft selling is no 

good for life insurance is that it is sold 
to provide against a hazard that seems 
remote. The prospect has no sense of 
urgency. He knows that when he dies 
he will own 2% times as much life in- 
surance as he does at present but he fig- 
ures he has 20 or 30 years in which to 
buy it. Other men of his age may drop 
dead but he knows that he will live to 
age 85. 
This sublime confidetice and refusal 
to take the morbid view is a fine trait, 
Mr. Woodson conceded btit emphasized 
that it can only be offset by a vivid, two- 
fisted presentation of the hazards that 
everyotie faces. : 

“T believe in scaring hitti to death,” 
said Mr. Woodson, adding that if it is 
necessary fo stick the prospect's head 
through the windshield and let him 
hear his blood drip on the hood in ofdet 
to motivate him, then that is what the 
agent should do. 


INERTIA ~ 


The third factor iécessitating. high- 
powered selling is the pfospeet’s nat- 
ural inertia. He knows that if hé just 
keeps on doing nothing thé agent will 
eventually let him alone. ules 

All these factors, said Mr. Woodtlsoii'- 
add up to a water-tight case against 
gentle selling, for unless the agent puts 
the necessary power behind his sales 
talk, the prospect won’t buy anywhere 
near as much insurance as he needs. 

Robert C. Gilmore, Mutual Benefit 
Life, Bridgeport, Conn., emphasized 
that the test of a professional man in 








‘life insurance selling is production. No 


matter how professional he is, his pro- 
duction is the measure of his success as 
a professional man. 

Mr. Gilmore challenged his audience 
to go out and match the great produc- 
tion records of the past. He warned 
against “believing in our own seli-given 
titles” such as estate analyst, consult- 
ants, advisers, service representatives, 
“in fact everything but agents.” 

“While service is important, our rea- 
son for being is to sell,” he declared. 
At the same time, he said, a truer meas- 
ure of the agent's efforts, other than 
volume, might lie in new lives com- 
bined with earnings. 

Included in his suggested solutions 
were. greater loyalty and devotion by the 
agent and’ a sounder company program 
of agency relationships. 

Stanley C. Collins, Metropolitan Life, 
Buffalo, spoke on “Enduring Success.” 
This followed the same lines as his talk 
at the New York City sales congress. 

Commissioner Allyn of Connecticut 
complimented the Connecticut associa- 
tion on its fine work in raising the 
standards of service in life insurance, 
saying that “knowledge brings power 
and the power of the life underwriter in 
our economy will be measured by his 
knowledge and service.” i 

Though not talking on the sale of life 
insuranee, O. G. Saxon, professor of 
economics at Yale, was one of the main 
hits of the saJes congress. 

The talk of Winston Emerick, New 
England Mutual, Johnstown, Pa., was 
reported in a previous issue. 


Hoosier Caravan 
Reaches Production, 
Prospecting Mecca 


Three keys to stimulate pfospecting, 
increase production, and “lock out fail- 
ure” in the life iMsetance business were 
outlined by four of the speakers paftici- 
pating in the recent caravan sales ¢con- 
gress, sponsored by the Indiana Assn. 
of Life Underwriters. 

James E. Krause, Metropolitan, Mais 
field, O., declared that the keys of in- 
spiration, preparation, dad pefspiration 
Were the religion of the business. Mr. 
Kratise added that the man who ignores 
the ke¥ to preparation will rot only fail 
himself, but may also ruin the lives of 
widows and ofphans. He concltided that 
there is no substitute for work. : 

Outlining 13 ways for the agent fo t- 
crease his production, Francis Merfit, 
vice-president Central Life of Iowa, said 
that an agent can do a better job if he 
is proud of being a salesman, and if he 
would realize thaf if is the salesman 
who makes all othef jobs in the world 
possible. ' 

Mr. Merritt also coutiséléd the agent 
to (1) be his town’s best busitiéss man; 
(2) prospect not as a part of his job, 
but as a service to others; (3) néver ex- 
pect to be invited into a prospeét’s home 
or office; (4) develop the prospéct’s 
problem fully; (5) keep the problem of 
money, and property a life problem, not 
a life insurasice problem; (6) allow the 
pftospect to have the life value concept;' 
(7) show him that more life insurance’ 
méans Siote to ‘spend today; (8) use 
humility by not disparaging his’ pres- 
ent plans; (9) keep first things first in 
the presentation; (16) train the prospect 
as a trustee for his family; (11) deter- 
mine how mud¢f. he can save; (12) let 
him make the litfl¢’ décisions, and (13) 
develop a hardness to’ get the job done. 

Harry J. Syphus, general agent Bene- 
ficial Life, Salt Lake’ City, described as 





an example of determined and fruitfy] 
prospecting, a 77-year old agent who 
writes a half-million dollars a year work. 
ing 4% days a week by keeping detailed 
records on his prospects and policy. 
holders. The agent eating from a lunch 
pail with workers on construction jobs 
was also pointed out as a good pros. 
pector in action. 

Mr. Syphus also told how one of his 
men makx¢s March his best month by 
calling on prospects who have just paid 
their income tax and showing them hoy, 
in view of the tremendous tax burden, 
life insurance is the only way to build 
an estate. Another agent, using a will 
approach, asks the prospect if he in- 
tends to leave anything to any uncles, 
reminding him that there is one uncle, 
Uncle Sam, whom he cannot exclude, 

Proceeding on the idea that the neces. 
sitating force for accumulating property 
is the cost in life, William King, genera] 
agent Fidelity Mutual Life, St. Louis, 
declared that no one can avoid paying 
those costs, or having their families pay 
for them. However, he declared that the 
way to pay for them is through life in. 
surance, which offers the easiest install- 
ments. 





Illinois Federation 
Hears Sen. Dirksen 


At its annual luncheon at Chicago, 
Insurance Federation of Illinois heard 
Senator Everett M. Dirksen of Illinois 
voice an eloquent criticism of socialistic 
trends in today’s economy. He explored 
the so-called intellectual roots of present 
economic and political thinking and ex- 
posed them as the beginnings of the 
threat to free enterprise. 

“Government spending is not a 
cause,” he said. “It is an effect. The 
basic issue involves a_ socialistic phi- 
losophy, a harmful doctrine that chal- 
lenges America today.” The senator 
offered the challenge by asking the 
questions, “How much deflation will 
you take right now? How much benefit 
will you forego?” 

In attendance were almost a thousand 
Illinois insurance men and women. Pre- 
siding was Harry H. Fuller, president. 
Senator Dirksen was introduced by C. 
Wayland Brooks, former senator from 
Illinois. : 


Fuller Reelected 


Included int the business session was 
thee election of officers in which the en- 
tire’ slate presented by the nominating 
com.mittee was elected. President Fuller 
contiwes for another year. New first 
vice-president js George F, Manzel- 
firann. John A. Henry will serve as 
¢hairmaxt Of the board. Mrs. Lillian A. 
Herring comtinues as exeeutive secretary 
aitd treasurer. The executive committee 
cowsists of Charles H. Smith, Chase M. 
Smith, Frank H. Hawk, E. H. Henning 
and €. C. Rauschenbach. The latter two 
are the only new members on the cont- 
mittee. 


——— 


Hetzer Takes New Post ‘ 

Gibraltar Life of Dallas hag appointed 
Léwis C. Hetzer special representative 
in the Frank €. Marsh, Jr., general 
agerty at Denver. He formerly was geé"- 
eral agent at Gdafden City, Kai. o 


Farmets & Bankers Life. 





Paid for production last year of the 
Barker a,¥@ncy of Horie Life of New 
York at Si*. Louis was the largest ever, 


heing 16% head of 1958. 
tee 
ife 
Adanis 


Business Men’s Assurance has ap- 
poiited Clair B. Johnson district man- 
ager a€ Boise, Ida. 





Howard J. Riordan has beer 
viceepresident aud manager o 
dpartment of the Johnson & 
agéticy, Washingtori, D. C. 





Jack Hanley, with Franklin Life for 
17 years, has opened a general insurance 
agency at Mexico, Mo. Claiide E. Woods, 
in the business there for sfx years, is 





associated with him. 
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well-balanced 


-balanced company is, we believe, a company 


. whose financial position is strong 

. whose geographical market embraces a 
balance of metropolitan, town and rural 
areas 

. whose policy contracts include all funda- 
mental coverages... 
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is a company 
. whose contributions to its industry have 
been recognized as outstanding 
. . whose growth has been steady and uniform 
. whose size is sufficiently large to assure 
confidence and prestige 
. whose management, nevertheless, has 
never lost the common touch with agent 
and policyholder 
. . whose reputation as a friendly company 


has been consistently upheld 
Fidelity is a well-balanced company 





The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 
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all-important .. . to the policyholder . . . to you who 


[ ~ 
NON-CANCELLABLE ACCIDENT & HEALTH ¢ LIFE ¢ GROUP iA 


Agency representation in the 48 states, the District of Columbia, Hawaii and Caneda 


The real test of the worth 
of a sickness and accident | 
policy comes at claim time. 


So the right kind of claim service is 


stake your reputation in selling the case. 


As a leader in the non-cancellable | 
disability field, we invite comparisons | 


of benefits .. . of premiums... of service. But we 
especially welcome your attention to the manner 
in which we treat the policyholder. 
tia “assem Ly : 
THE Cull | 
INSURANCE COMPANY 
WORCESTER 2. MASSACHUSETTS 3 
Frank L. Harrington ........-..50-- ee eee President } 
Edward R. Hodgkins, Vice-Pres. and Mgr. of Agencies § 














CONNECTICUT GENERAL'S 


BROKERS AND SURPLUS WRITERS 
This important new development in 
family protection will be attractive 
to most of your clients. Call your 
Connecticut General office. 


CONNECTICUT GENERAL 


LIFE INSURANCE COMPANY 


WARTFORD, CONNECTICUT 








The Most 
Rewarding 
Job in the 
World 


By S.T. W. 
Equitable Society Representative 



































When | first broke into life insurance the big problem 
was how to get people to take advantage of it. Then it 
struck me that I was approaching people from the wrong 
point of view. That was to make money for myself. I 
suddenly realized that insurance was just as important 
to society as medicine or law—that its function is to help 
assure the economic “health” of the community — and 
that insurance is the easiest and most sensible way for 
the average man to make his future secure. 

When you approach a prospect on that basis— when 
what benefits him most is your primary aim—your own 
rewards come automatically. And one of those rewards 
is the warm feeling you enjoy from helping people to 
help themselves. 

Bennett Wallace, now a junior partner in our lead- 
ing law firm is a good example. Ben may never have 
made it if it weren’t for the Equitable Education Endow- 
ment Plan his father took out when Ben was born. You 
see, his father died only a few years later, but Equitable 
took care of Ben’s future. 

I’m glad I’m an insurance man. I’m proud of the 
regard my friends and neighbors have for me. And I’m 
proud of my company. The Equitable Life Assurance 
Society is a great organization of men and women who 
work together to help keep our country the best place 
in the world to live in. 





LISTEN TO “THIS IS YOUR FBI”... official crime-prevention broadcasts 
from the files of the Federal Bureau of Investigation... another 
public-service contribution to his community by The Equitable Society 
Representative. 


EVERY FRIDAY NIGHT + ABC NETWORK 





One of a series of advertisements illustrating how a rep- THOMAS | , PARKINSON. President 
. ’ 


resentative of The Equitable Life Assurance Society serves 
his community by selling life insurance. 393 Seventh Avenue, New York I, N. Y. 





